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In 1925 


One Perfect Protection Man paid for 
$2,821,562. Another paid for $1,113,675. Four 
others paid for over $600,000. 27 others paid 
for over $300,000. 52 others paid for over 
$200,000, and in the entire organization of 
over 650 underwriters one in three paid for 
over $100,000. 
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EUROPE 


Would You Prefer a Voyage on the Old Time Sailing 


Schooner to a Cruise on the Leviathan? 


OU can still book “‘snail pace’’ passage just as 

great-grandad did a hundred years ago. But, no 
one would even consider a sixty day, storm-tossed 
voyage when he could make a short cut in five. 


The world moves on as time progresses. Likewise do 
principles of insurance underwriting and similarly do 
men in relation to their opportunities. 


Is your income limited by the limited service you 
can provide? 


Perfect Protection—combining life, accident and 
health indemnity—every essential element of personal 
protection, is now meeting modern public demand. 


Perfect Protection Men are not subject to “snail pace”’ 
progress. Neither is this institution content that its 
underwriters be other than successful in their pro- 
fession, representative of Reliance Life and responsive 
to the opportunities it affords. 


For further information concerning the unique 
plan of Reliance operation, write for our 
booklet, “ Perfect Protection—How and Why.” 
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SKILLED WORKMAN AT 
PHOENIX MUTUAL RALLY 


Central Theme of Agents’ Con- 
vention Brought Out Con- 
structive Thought 


WELCH GAVE AN ADDRESS 


President of the Company Tells Some- 
thing of Its History and 
Outlines Policy 


By EDWARD JAY WOHLGEMUTH 

HOT SPRINGS, Va., Sept. 16.—The 
diamond jubilee convention of the Phoe- 
nix Mutual Life immediately followed 
the convention of the Aetna Life which 
closed here Saturday, and special cars 
have been provided to take many of the 
Phoenix Mutual men on to the National 
Life Underwriters Association conven- 
tion at Atlantic City. The Phoenix Mu- 
tual meeting really began Sunday eve- 
ning with a memorial service to the late 
John M. Holcombe, former president 


and at the time of his death chairman of 
the board. 


Marked Definite Progress 


The Phoenix Mutual is in the way of 
closing one epoch and beginning a new 
one. The “Diamond Jubilee” was more 
than that. It was a celebration of the 
attainment of its 75th year but it also 
seemed to mark definitely the success of 
the policies which the Phoenix Mutual 
set In motion 13 years ago and made it 
in many ways the pioneer of the mod- 
ern methods of marketing life insurance. 
Chirteen years ago the Phoenix Mutual 
was an old company with many ideas or 
lack of them that would be considered 
today old-fogeyish. It was not alone 
among good companies in this respect. 
The forward movement began with the 
Phoenix Mutual well in the rear. Mis- 
takes were made, some extreme methods 
indulged in and in the minds of part 
of the insurance world at least grave 
doubt was felt as to the wisdom of 
many things that were done. This may 
be told now because the company no 
longer has any fear of the opinions of 
others as to its course. It finds other 
companies adopting many of its ideas 
and its own experience is now such 
that it knows where it stands. 


Tribute to the Elder Holcombe 


' It was therefore a happy time for the 
Phoenix Mutual family, marked a little 
by solemnity of a formal tribute to the 
man who has been the guiding spirit of 
its existence through the important part 
of its life, John M. Holcombe. His pas- 
tor, Rev. Rockwell Harmon Potter, 
came on trom Hartford to conduct the 
service and make the estimate and ap- 
preciation of his life. The subject of 
his address was “the Skilled Workman” 
w hich was also the subject of the con- 
vention and expresses the major policy 
dle the Company for the past 13 years, to 
develop the trained men in the life in- 
surance field. 


he spirit of the former president was 





GOES ON STOCK BASIS 


WESTERN LIFE MAKES CHANGE 





President A. J. Hereford Plans to Make 
Company an Institution for Illinois 
People Primarily 





The Western Life of Chicago, of 
which A. J. Hereford is president, is 
going on a stock basis with $100,000 
capital and a surplus of like amount. 
The company has more than $10,000,000 
in force at the present time and is mak- 
ing rapid strides. It is the plan of the 
company to allot the stock to present 
policyholders before any of it is sold 
to the public. In addition to being presi- 
dent of the Western Life, Mr. Hereford 
is president of the Union Casualty, 
which is writing health and accident 
insurance. 


Had Fine Insurance Experience 


Mr. Hereford is a son of A. L. Here- 
ford, president of the Springfield Life 
of Springfield, Ill. Mr. Hereford, Jr., 
has had a very fine insurance experience. 
He started as a boy in the home office 
of the Springfield Life and has been 
reared in an insurance atmosphere. He 
started as an office boy in the Court of 
Honor, which was the name of the 
Springfield Life before it was put on a 
legal reserve basis, and has had many 
years of experience in home office work 
and in the field. 

It is Mr. Hereford’s plan in putting 
the Western Life on a stock basis to 
build an Illinois company for Illinois 
people concentrating his entire efforts 
within the state. It is his plan to keep 
the resources of the company for invest- 
ment in Illinois. The company has a 
fine agency force in Illinois and the 
business production is showing a healthy 
increase. The company’s home office is 
at 360 North Michigan avenue. 





cast over the gathering and, while the 
Phoenix Mutual has become the ex- 
ponent of efficiency plus in modern busi- 
ness, it has not let go of the more 
important spiritual and human values 
which give it meaning. Mr. Holcombe 
conceived of life insurance not as a 
profit making and business institution. 
Although some men scoff at this con- 
ception, it is a fact that for some reason 
it is not easily discarded and does not 
become worn out when adopted and held 
as consistently as possible by men of 
character. 

So it was a rebuilt and rejuvenated 
Phoenix Mutual whose 450 representa- 
tives met in Hot Springs to celebrate 
the completion of its three quarters of 
a century. After George Ayers of Los 
Angeles had led in the singing of some 
old songs and their Phoenix Mutual par- 
odies Winslow Russell stepped to the 
front, stood during an unusal period of 
applause and made his opening address. 
“I came up here to tell you that the con- 
vention is now in session. This is the 
“Diamond Jubilee.” Here are the dia- 


monds (waving his arms over the au- 
dience); here is the ace of diamonds,” 
presenting President 
Welch. 

President Welch is a comparatively 
new figure among the company heads 
but he is destined to become an out- 


Archibald A. 











SEES A GREAT EFFORT 


LONGEVITY MUCH INCREASED 





Dr. Eugene L. Fisk Points Out the 
Benefit of Medical Examination 
of the Policyholders. 





ATLANTIC CITY, Sept. 16.—Dr. 
Eugene L. Fisk, medical director of the 
Life Extension Institute, in speaking be- 
fore the convention of the Guardian Life 
said that the death rate at age 40 is 
more than twice what it is at age 20. 
He said it is not due to age but is be- 
cause of the things which happen in 20 
years, many of which can be avoided or 
their effects at least mitigated. Mr. 
Fiske said that while people have much 
to learn regarding the regulation of the 
human machine it is known that what 
types of influence may cause human life 
failure and death. They can be grouped 
under certain categories as follows: 

Heredity. 

Infection. 

Poisons. 

Food Deficiency. 

Food Excess. 

Air Deficiencies and Defects. 

Hormone Deficiency. 

Hormone Excess. 

Physical Trauma or Strain. 

Psychic Trauma or Strain. 

Physical Apathy or Disuse. 

Psychic Apathy or Disuse. 


Metropolitan Life Experience 


He stated that over a nine year period 
with the Metropolitan Life it showed 
there had been a reduction of 27 per- 
cent from the American Men’s table 
among policyholders that had been ex- 
amined by the institute. At ages 40 to 
60 there was a reduction of 53 percent. 
The Guardian Life shows a 23 percent 
reduction in the death rate of those ex- 
amined. A reduction of 26 percent was 
shown when extreme old ages were elim- 


inated. This study covers a ten year 
period. _ 
Mr. Fisk said that among 500,000 


people examined by the Life Extension 
Institute in the past 12 years, on perfect 
risk has been found. Indeed, more than 
half, he said had been found in need of 
actual medical treatment and all were in 
need of some form of hygienic counsel, 
An analysis of the finding on a group 
of 100 policyholders carrying $25,000 in- 
surance or more, who received intensive 
medical examination showed 27 of these 
risks some of whom had recently passed 
critical examinations, with impairments 
well worthy of attention. In four out 
of these 100 cases very definite and seri- 
ous heart impairment was found. 








standing one and a worthy successor to 
his former leader. Like him his earlier 
experience was actuarial and when the 
combination of actuary and executive is 
fittingly made the result is likely to be 
your highest type of life insurance presi- 
dent. With an able field general like 
Winslow Russell at his right hand, and 
with a breath of mind sufficient to take 
in and sympathize with the multiplicity 
of field problems of an up-to-date and 
ultra-progressive company, the actuary- 
president has elements of strength not 
easily otherwise obtained. The combina- 
(CONTINUED ON PAGE 13) 





MEMPHIS GETS NEXT 
ANNUAL CONVENTION 


National Life Underwriters Asso- 
ciation to Hold Its Meet- 
ing at Atlantic City 


BANQUET PROGRAM GIVEN 


Executive Committee Met All Day 


Tuesday Concluding With the 
President’s Reception 


By H. J. BURRIDGE 

ATLANTIC CITY, Sept. 15.—Mem- 
phis was selected for the 1927 mecting 
place of the National Association of Life 
Underwriters at the meeting of the ex- 
ecutive committee by a vote of 32 to 17 
over Detroit. Mrs. E. G. McCormack, 
who presented the invitation on behalf 
of Memphis, roused a veritable riot of 
enthusiasm in the committee meeting. 
Dallas withdrew from the race for this 
year, but announced that it would seek 
the convention in either 1929 or 1930. 
There is still some question raised as 
to the right of the executive committee 
to select the meeting place and the 
board of trustees claims the right to 
take the final action on that question. 
It is considered rather unlikely that the 
committee’s action will be overturned, 
although the fight this year has been 
so bitter that it is possible an attempt 
of that sort will be made. 


Midwinter Meeting Plan 


Chicago was selected for the midwin- 
ter meeting of the executive committee, 
the time to be selected later by the* 
board of trustees. The committee gave 
unanimous endorsement to the plan now 
in use in Canada and the trustees were 
requested to take steps to put the plan 
into effect. 


Many Arrive Sunday 


Activities commenced as early as last 
Sunday when President Frank L. Jones 


and most of the rest of the National 
association leaders arrived. All day 


Sunday the lobby of the Hotel Tray- 
more, hotel convention headquarters, 
was pretty well filled with National as- 
sociation notables. There was a gather- 
ing of past presidents, 15 in all, at which 
good fellowship reigned. At this affair 
no effort at transacting business was 
made, but it was held principally to per 
petuate the idea that once a year the 
association’s former presidents should 
get together at a good fellowship 
roundup. 


Trustees Hold Meeting 


On Monday the meeting of the board 
of trustees took place with President 
Frank L. Jones presiding. The other 
members are John W. Clegg, Penn Mu- 
tual, Philadelphia; Charles A. Foehl, 
Prudential, New York City; Edward A. 
Woods, Equitable of New York, Pitts- 
burgh; J. Stanley Edwards, Aetna Life, 
Denver; Hugh D. Hart, Aetna, New 

(CONTINUED ON PAGE 14) 
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GROUP INSURANCE PLAN 


COMPANIES ON SAME BASIS 





R. S. Edwards of Detroit Declares That 
Sales Are Dependent on Quality 
of Service Rendered 





R. S. Edwards of Edwards & Baker, 
general agents at Detroit, Mich., spoke 
at the Aetna Life general agents’ Con- 
ference at Hot Springs, Va., on group 
insurance as a means of developing 
agency organization. He said: 

“The value of group insurance to the 
development of a full-time agency or- 
ganization has always been and probably 
always will be a much debated subject. 
I believe that today it is easier to sell 
the group insurance idea to an employer 
than it has been at anytime in the past. 
I base this assumption on the fact that 
it is very rarely today that one finds an 
employer who is not acquainted with the 
subject of group insurance. 


Competition Is Keen 


“On the other hand—while I believe 
that it is easier to sell the group insur- 
ance idea today, I also believe it is 
harder to sell the employer the idea that 
he should place his insurance with any 
one of five companies. By this state- 
ment I mean that there are a number of 
companies whose standings are unques- 
tionable; that are writing a substantial 
volume each, and that are bending every 
effort to close all the business possible 
—in other words competition is getting 
keener. 


All on the Same Platform 


“With the standings of the companies 
practically at par; with their ground con- 
tracts practically identical; with their 
initial basic rates the first year identical, 
and with nothing but dividend histories 
or past rate reductions as a means by 
which an employer may gain an estimate 
of his probable future costs, one can 
readily see that most any real live-wire 
salesman representing any one of several 
companies has a fine chance of writing 
a group case—provided he has a proper 
entree and knows enough of the men 
higher up to protect him. 

“The selling of group insurance, I be- 
lieve, is fast boiling itself down to the 
real salesman who has a proper entree, 
and that real salesman has chiefly for 
his main issue to convince an employer 
the question of service. With group 
insurance becoming a real subject for a 
real salesman to handle and ‘service’ the 
main issue to determine who will write 

*the business, the question then arises as 
to what salesman should devote a por- 
tion of his time to group, how much time 
he should devote, and upon what cases 
should he work. 


Should Be Up to General Agent 


“Personally, I do not believe that any 
agency would show a healthy develop- 
ment if each of its agents devoted part 
of his time to group lines. On the other 
hand I believe that no agent can acord to 
ignore the work or afford to not be ac- 
quainted with the subject. The point at 
issue is that the general agent is the 
man who can best decide which of the 
agents should work group insurance and 
which should not. A great many be- 
lieve that the future sale of ground in- 
surance in any agency will depend en- 
tirely upon the amount of cooperation 
that the general agent gives to his group 
men. 


General Agent Is Informed 


“The general agent knows better than 
anyone else the conditions in his terri- 
tory. He knows his own men, their 
strong points and shortcomings, so that 
with proper direction of his group men 
he should at least obtain his share of the 
business. Most any general agent will 
admit that it is not difficult to convince 
an agent or broker that he should work 
the group lines. On the other hand, it 
is just as easy to convince them that it 
would not pay them to do so. I cite 





EXPRESS DISAPPROVAL 


ADVISORY BOARDS ABOLISHED 
Pennsylvania Agents Dislike Action in 
Making Department Sole Judge 
of Applicant’s Fitness 





NEW YORK, Sept. 15—Many Penn- 
syivania insurance men will doubtless 
view with small favor the recent action 
of Commissioner Barford in abolishing 
the local advisory boards established by 
former Commissioner Thomas B, Don- 
aldson to examine applicants for agents’ 
and brokers’ licenses and make recom- 
mendations on their fitness to the insur- 
ance department. 

In explaining his action, Commis- 
sioner Barford declared that the state 
was never justified in delegating its 
police powers to private individuals or 
organizations not actually engaged in 
state service or under oaths as public 
officials. This point is not well taken, 
for the local boards have never exer- 
cised police powers in any sense. They 
were created by former Commissioner 
Donaldson merely to give expert advice 
when he realized the necessity of con- 
sulting insurance men actually in busi- 
ness in the various localities about mat- 
ters concerning which they knew far 
more from intimate contact than the 
department could ever hope to know 
with its limited facilities, 


Made Bare Recommendations 


Commissioner Barford went on to say 
that as the advisory boards made bare 
recommendations as to whether an ap- 
plication for a license should be accepted 
or refused, the department was merely 
acting as a rubber stamp for the ad- 
visory boards. “Under this system,” he 
said, thousands of objectionable agents 
for equally objectionable companies ap- 
pear to have been licensed without direct 
responsibility for their recognition by 
the state having been placed upon any- 
body.” 

If this is true, it is difficult to see 
how the new regulations will improve 
conditions. If agents on the ground 
with their own businesses at stake oc- 
casionally are misled about applicants 
in spite of their vastly superior advan- 
tages for gaining information and mak- 
ing thorough investigations, the insur- 
ance department will be much more 
frequently misled, for it has not the 
time, money, or staff, to make a care- 
ful painstaking examination of every 
person who thinks he might like to 
become an insurance agent or broker. 


Must Show Qualifications 


According to the new regulations of 
Commissioner Barford, all rules barring 
bankers, teachers and others from per- 
manent or temporary employment in 
the insurance business are henceforth 
null and void. In the future every ap- 
plicant for a license will be required 
to demonstrate his good character and 
repute and show that he has been 
trained and equipped for the insurance 
business by the company which assumes 
responsibility for appointing him its 
agent. This new order does not 
affect present insurance licenses, al- 
though wherever a complaint is on rec- 
ord, the agent or broker seeking a re- 
newal of his license will be required to 
fill out the departmental questionnaire 
before the renewal is granted. 

A strong protest against the abolition 
of local advisory boards may be ex- 
pected from the Pennsylvania Associa- 
tion of Insurance Agents, which spent 
much time at its annual meeting last 
month at Scranton in pointing out the 
great necessity of such local boards and 
laying plans for their future develop- 
ment and more efficient and effective 
operation. 








this part to show that the general agent 
and his cooperation is absolutely essen- 
tial if he wants results for his group 





men.” 


RECORD OF BIG CLUB 


NEW YORK LIFE’S STAR MEN 





Some 930 Agents in the $200,000 Club 
Paid for $312,714,492 Business 
In the Year 





The New York Life has announced 
the members of its $200,000 Club for 
this year. There are 930 members pay- 
ing for $312,714,492 business, the aver- 
age being over $336,000 per member. 
The leading man who is president, is 
Abraham Seff of the Knickerbocker 
Branch of New York City, who paid 
for $3,056,375, the greatest presidential 
record in the club’s history. It is made 
up of 93 applications averaging nearly 
$33,000. 


Vice-Presidents-at-Large 


The leading vice-president-at-large is 
Alex Dumas of the Seaboard branch in 
New York, his record being $3,010,508. 
He started as an office boy for the 
agency department, becoming an agent 
in 1909. The next in order is Chris 
Allen of New Hampshire, who wrote 
$2,010,000, working in rural territory. 
The next vice-president-at-large is Ar- 
thur T. Jarvis of Nashville, who wrote 
$1,555,100. He has been 22 years with 
the company. The next man is Joseph 
Schwartz of New York, who wrote 
$1,287,459. Each evening he maps out 
the following day’s work and makes the 
maximum number of calls. Phillip S. 
Rosen of New York City, 20-year-old son 
of the late Harry B. Rosen, is the next 
vice-president-at-large with a record of 
$1,254,000. He started the work when he 
was 18 years of age and evidently is 
following in his father’s footsteps. 


Vice-Presidents of Departments 


The department vice-presidents are: 
Mayer Gang, of New York, the leading 
vice-president, he writing $1,207,121. 
Joel Hershman of the Reading branch 
in the Atlantic department comes next 
with $1,166,000. He came to this coun- 
try in 1902 when 19 years of age. He 
was formerly a traveling salesman be- 
fore he took up life insurance. Charles 
J. Morris of Chicago is the next man he 
writing $1,071,344. Charles H. Webster 
of the Binghampton, New York branch 
comes next with $1,068,200. M. C. 
Salassa of the Charlotte, N. C., branch 
is next with $1,041,083. I. S. Kibrick 
of the New England Branch follows with 


$979,479. Joseph P. Mendonca of the 
Stockton, Cal., branch follows with 
$833,750. He formerly sold fraternal in- 


surance among Portuguese and Spanish 
prospects. Max E. Sanders of the Cleve- 
land branch comes next with $778,499. 
Harry H. Brancy of the Montgomery, 
Ala., branch follows with $761,875. 
Others are Peter F. Barry of the Wis- 
consin branch with $75¥,442; Thomas 
T. Gaddy of the Oklahoma branch with 
$556,334; Fred C. Moser of the Seattle 
branch with $452,500. 


Top Division Men 


The company has what it calls the 
“Top Division,” taking in agents that 
wrote $400,000 or over. There were 
236 of these. They paid for $140,290,- 
459 or an average of $597,120 per in- 
dividual. 

The club president in 1925 was Joseph 
A. Waterman of New York, who pro- 
duced $2,714,800. He was preceded by 
William Edgar Reeve of New York, 
who had $1,819,950. The biggest record 
previous to this year was held by Sylvan 
Levy of New York, who in 1903 pro- 
duced $2,764,250. 


To Address Mortgage Bankers 


Griff Johnson, investment vice-presi- 
dent of the Equitable Life of Iowa, will 
discuss Iowa marketing problems before 
the Mortgage Bankers Association in 
convention in Richmond, Va., this 


month. Mr. Johnson is now on a farm 
inspection trip through the middle west. 





STANDARD HAD MUSTER 


AGENCY REUNION WAS HELD 





Pittsburgh Company Announces That It 
Is Now Prepared to Write 
Juvenile Life Insurance 





For several years past J. D. Van 
Scoten, vice-president and director of 
agencies of the Standard Life, has been 
holding a family reunion of the pick of 
the agency force. This year’s event 
eclipsed" in attendance, interest and at- 
traction all previous reunions. 

Deer Park, on top of the Allegheny 
mountains in Maryland, was chosen by 
Mr. Van Scoten as this year’s site and 
proved to be an ideal place in every 
particular. 

Attendance at the 1926 reunion was 
predicated on each agent paying for a 
moderate quota of business during May, 
June, July and August. The force of the 
family spirit can be appreciated by the 
fact that when the session opened the 
Standard Life had more new paid busi- 
ness in 1926 than the entire year of 1925, 

The company actuary, A. Thomas 
Lehman, announced that the company is 
now prepared to grant full coverage life 
insurance starting at age five. This new 
feature of the Standard’s service is made 
possible through a juvenile department 
granting a graded death benefit under 
age five. 

The outside speakers on the program 
were E. O. Mowrer, general agent, Mid- 
land Mutual, Columbus, Ohio, who gave 
an enlightening presentation on “An 
Estate in Any Event,” and Joseph R. 
Wilson, brother of the late Woodrow 
Wilson, who very masterfully enthused 
on the subject “Insurance Counsellors.” 

The business sessions were full of vim 
and vigor, the majority of the discus- 
sions being handled by Standard men, 
who went primed for the occasion, each 
one with a background of practical ex- 
perience. The outstanding discussions, 
aside from Actuary Lehman’s juvenile 
exposition, were ; ? 

“Mental Attitude,” by D. Miley Phipps. 

“Safe at Sixty,” by Charles B. Horton. 

“Prospecting,” by W. J. Locke. ‘ 

“The Survival of the Fittest,” by Medi- 
cal Director W. F. Donaldson. 

As a fitting climax to the close of the 
convention, word came from the home 
office that August was the biggest month 
in paid business in the history of the 
company. 


No Summer Slump Seen 

A year ago at this time the Mutual 
Trust Life announced a 27.4 percent 
gain in new business for August, 1925. 
The members of its agency department 
concluded that a summer slump was 
not one of the necessary evils with 
which it must contend, but that by 
proper planning and sales stimulation, 
this old idea must give way to hard 
work and concentrated effort. 

With this in mind came the develop- 
ment of a summer sales stimulation 
campaign for July and August this year. 
The campaign started out with a “bang 
and gained momentum through to the 
finish. July brought an actual increase 
of 22.2 percent, and in August produc- 
tion continuously increased until the 
final records were complete. The total 
increase during the month was 35.7 per- 
cent. 


Phoenix Mutual 

The Phoenix Mutual announces 4 
new retirement income policy maturing 
at 60 and 65. Included in every con 
tract is a special option whereby at end 
of given year it may be surrendered and 
in lieu thereof fully paid lien contract 
for full original face value will be issued. 
Following are samples of premium rates 


-and estimated first dividends shown Te 


spectively endowment at 60: ; 

Age 25, $28.08 and dividend $2.34; 
age 35, $43.50 and dividend $2.50; em 
dowment at 65, age 25, $27.79 and. a 
dividend; age 35, $33 and $2.73 dividene. 
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UNION CENTRAL HOLDS 
ANNUAL CONVENTION 


Largest Number of Fieldmen 


Qualified in History of 
Organization 


3ELL COMPANY TO AGENTS 


Meet in Atlantic City Immediately Pre- 
ceding Sessions of National Associa- 
tion of Life Underwriters 


ATLANTIC CITY, Sept. 14.—Union 
Central agents and their wives and fam- 
ilies, constituting a party of more than 
700, held their annual agency convention 
here Monday and Tuesday of this week, 
and many remained for the sessions of 
the National Association of Life Un- 
derwriters held here later in the week. 
The Union Central convention was the 
largest in the history of the company, 
more than 500 producers qualifying 
for it. 

Sell Company to Agents 


The gathering was devoted princi- 
pally to the business of selling the 
Union Central to its agents. The gen- 
eral theme of the first morning was, 
“The Union Central for its Agents.” 
For the afternoon session on the first 
day the general subject was, “The Union 
Central for its Policyholders,” and at 
the concluding session the general theme 
was, “Multiplying Union Central Pol- 
icyholders.”. The company’s officers 
and agents who spoke told why they 
preferred the Union Central, and where- 
in it excels. 

President John D. Sage officiated as 
chairman at the first session. George 
F, Shilling, Philadelphia manager, ex- 
tended the welcome to Atlantic City. 
Elmer E. Silver of Boston, chairman 
of the program committee, explained 
the plan that had been followed in 
shaping up the meeting. President Sage 
spoke of the heavy responsibility that 
rests upon all engaged in life insurance 
work, declaring that life insurance men 
are merely trustees of vast sums of 
money, and as such must recognize their 
grave responsibilities, 

Traces Development of Insurance 


Charles Hommeyer, superintendent of 
agencies, had as his topic, “Putting 
Union in Union Central.” Mr. Hom- 
meyer traced the developments in life 
insurance the past 50 years, contrasting 
the conditions of 1876 with those exist- 
ing today. Jesse R. Clarke, Jr., treas- 
urer of the company, discussed the 
Union Central’s investments and intro- 
duced the various financial correspon- 
dents of the company in attendance. 
He said that the company is at present 
earning an average of 6.4 percent on its 
Mvestments, but that this figure has 
been somewhat cut down during the 
past year by reason of the foreclosures 
that the company has made on farm 
property. Mr. Clarke said that farm- 
ing conditions are improving, but that 
the competition in the farm loan field 
offered by the federal land banks and 
the joint stock land banks caused the 
Union Central to invest $10,000,000 last 


year in city loans, for the most part on 
small residences and not in cities of 
less than 100,000. 

Gives Agents’ Standpoint 


_Edward S. Brashears of Washington 
discussed “The Union Central from the 
Agent’s Standpoint.”. W. B. Lee of 
Dallas spoke on “The Choice of-a Com- 
pany, and Lioyd K. Allen of Boston 
oad as his subject “Why Prospects 
hould Want Union Central Policies.” 
Telegraphic replies to the question, 
“Why I Prefer the Union Central,” 





MAY RETURN TO FOLD 
SOME COMPANIES RESIGNED 


Expected That Some That Retired from 
American Life Convention May 
Again Seek Membership 


Many of the leaders in the American 
Life Convention would not be surprised 
to see some of the companies return that 
retired a few years ago when it became 
necessary to levy an assessment of $5 
for a $1,000,000 of insurance in force 
a part of which was loaned to the Amer- 
ican Service Bureau. The likely ones 
to return are the Great Southern Life, 
Southern States Life of Atlanta, South- 
western Life and Western Union Life. 
The Missouri State Life did not with- 
draw on account of the assessment, but 
complaint of violating agency ethics was 
made against it and it retired ‘because 
it felt that it was not being fairly dealt 
with. It is thought that the Missouri 
State Life will come back soon. The 
Columbian National Life, Phoenix Mu- 
tual Life and Mutual Benefit Life re- 
tired on account of assessment and it is 
not likely that they will come back. 








were read, the three winners being Mrs. 
W. I. Hardwick of Kinsvale, Va.; 
Harry A. Carr of New York, and Henry 
C. Strickland of Raleigh, N. C. The 
first session was concluded with brief 
addresses by . Sessions, Spartan- 
burg, N. C.; Dr. D. G. Davis, Washing- 
ton, D. C.; Rufus A. Hunter, Raleigh, 
N. C.; John Sebastain, Cincinnati, and 
Frank G. Lieberman, Baltimore, Md., 
all of whom told why they preferred the 
Union Central. 


Discusses Medical Subjects 


Medical Director Dr. William Muhl- 
berg gave an interesting discussion of 
the medical side of life insurance. He 
said that one of the great developments 
in life insurance service has been the 
very much wider writing of substandard 
business on the part of a number of 
companies, with the result that the de- 
clination rate of the average company, 
which was formerly 10 percent, has 
now been reduced to 4 percent. Dr. 
Muhlberg said that those who need life 
insurance the most are those who are 
in some way physically impaired, and 
that because the life insurance com- 
panies as a whole have placed them- 
selves in a position to insure a much 
larger number of lives, they have con- 
sequently broadened and extended their 
service to those most in need of it. 


Explains Conservation Work 


Dr. Muhlberg explained the conser- 
vation work being carried on by the 
Union Central. Last year 12 percent 
of the policyholders responded to the 
suggestion that they cooperate with the 
company’s conservation department. Of 
the 30,000 policyholders who were thus 
partially examined, only 46 percent were 
normal, the remaining 54 percent having 
at least a minor impairment of some 
sort. The company offered to grant a 
free and thorough medical examination 
to all of its policyholders carrying $25,- 
000 or more, and 40 per cent of those 
to whom this offer was made under- 
went an examination. 


Tuberculosis Disability Claims 


Dr. Muhlberg made an interesting ob- 
servation on tuberculosis when he 
stated that of the company’s total dis- 
ability claims 40 per cent are a result 
of tuberculosis, and that tuberculosis 
is as prevalent as it ever was, although 
the death rate has been cut in half. The 
improvements in medical science have 
been such that .it is now possible to 
make a diagnosis of tuberculosis very 
much earlier than was formerly the case 
and the treatment is more intelligent. 
Dr. Muhlberg stated that with almost 
all instances a cure of tuberculosis is 











MATTHEWS NEW HEAD | | AETNA LIFE GENERAL 


PROVIDENT MUTUAL MEETING | 


General Agents Discuss Ways 
Means of Cutting Down the Waste 
Through Lapse 


Matthews of San Francisco 
was elected president of the General 
Agents Association of the Provident 
Mutual Life at its meeting in Chicago 
last week. James H. Cowles of Den- 
ver was chosen vice-president, C. A. 
Atwood of Urbana, IIL, secretary and 
treasurer and Charles A. Eyre of Omaha, 
auditor. The executive committee con- 
sists of George W. Ryan, Pittsburgh; 
Robert Creighton, Nashville; C. H. 
Furr, Norfolk, Va.; Alexander Ham- 
mer, Boston; Nathaniel Reese, Detroit; 
and Franklin C. Morss, Superintendent 
of Agents, ex-officio. There were pres- 
ent from the home office, vice-president 
M. A. Linton; Manager of Agencies F. 
C. Morss, Assistant Manager of Agen- 
cies W. C. Cross, Agency Secretary W. 
S. Ashbrook, Medical Director Charles 
H. Willits and Associate Actuary E. W. 
Marshall. The meeting next year will 
be held at Colorado Springs. 

Considerable of the time was given 
to a discussion of conservation of busi- 
ness and methods to cut down the lapse 
ratio. The Provident Mutual Life does 
not have a high loss ratio, but even at 
that the company is endeavoring to re- 
duce the waste still more. 


Alfred 


possible if the patient is financially able 
to afford it. 

The closing speakers on the first day 
was Frank M. See of St. Louis, who 
discussed the creating of estates, and 
Mrs. I. P. Monfort of Cincinnati, the 
company’s leading woman producer, who 
spoke on conserving estates. An un- 
usually large group photograph was 
taken at the conclusion of this session. 
There were no speeches at the banquet 
in the evening, and the only entertain- 
ment feature was a minstrel show pro- 
vided by home office employees. 

W. Howard Cox Spoke 


W. Howard Cox, assistant secretary, 
was the first speaker at the concluding 
session, with a discussion in adminis- 
tering estates. Jerome Clark, assistant 
superintendent of agencies, laid the 
foundation for “Policyholders’ Month,” 
which will be staged by the Union Cen- 
tral during October. Last October 
Union Central agents secured $71,720,- 
000 of new business from old policy- 
holders, and it is expected that this 
figure will be exceeded this year. Mr. 
Clark outlined the possibilities for se- 
curing new business from existing pol- 
icyholders. 

U. C. Upjohn, assistant 
Chicago, told of his experiences and 
methods in interviewing strangers, and 
J. M. Thorsen of New York explained 
the successful advertising methods that 
he has followed. Mr. Thorsen produced 
$1,200,000 of business last year. Other 
speakers at the final session, all of whom 
gave brief talks, were Herman A. 
Zischke of Portland, who spoke on 
“Securing Prospects”; B. A. Wieder- 
mann, San Antonio, Texas, on “Meth- 
ods of Increasing Policyholders,” and 
E. L. Nightengale, Los Angeles; J. W. 
Hiestand, Chicago; J. H. Harrison, Jr.; 
Raleigh Nocar, Joseph B. Wolfe, At 
lanta, Ga., and W. Grav Harris, Wor- 
cester, Mass. 


manager at 


Canadian Merger Approved 


The Ontario government in council 
has approved an order for the amalga- 
mation of the insurance section of the 
Independent Order of Foresters, and 
the Order of the Canadian Home Cir- 
cle Insurance Fraternity. Passage of 
the amalgamation order follows inves- 
tigation carried out by R. Leighton Fos- 
ter, superintendent of insurance for On- 
tario. 


and | 





AGENTS’ CONFERENCE 


President Morgan B. Brainard 


Tells Value of Interchang- 
ing Ideas 


GIVE COMPLETE COVERAGE 


Company Announces Intention of Push- 
ing Accident and Health Lines 
in All Offices 


HOT SPRINGS, VA., Sept. 14.—In 
closing the business sessions of the five 
general agents’ 
Aetna Life held 
dent Morgan G. 


conference of the 
last week, Presi- 
Brainard expressed his 
enjoyment at having the agency leaders 
all together. 


day 
here 


He said that when he first 
joined the Aetna organization, the meet 
ing of two or more general agents was 
an event that was regarded 
picion by the company, but times 
had changed so radically 
that now he found the general agents 
as a group formidable than when 
met singly. 


with sus- 
and 


viewpoints 
le ss 


Eneourage Free Speech 
P 


The primary purpose of the confer- 
ences of this and preceding years had 
been to encourage free speech between 
general agents and home office excu- 
tives. While no one welcomes criticism, 
the home office does want all possible 
suggestions. Mr. Brainard said very 
frankly that he and his associates had 
made mistakes. Perhaps the Aetna had 
grown a little too fast. Therefore the 
coming year’s program was to be one 
of agency building with the purpose of 
consolidating the gains which had been 
effected. 

He stated that his chief function was 
to assure the making of money for the 
Aetna and its policyholders. The profit 
is not large, but there must be a profit 
that the Company may prosper and 
progress. In this happy condition, the 
general agents and all others connected 
with the company share. 


General Agents Exchange Ideas 


In September of 1924 the Aetna Life 
held its first general agents’ conference 
here, dedicated to a mutual interchange 
of ideas between agency leaders. At 
this meeting the problems of agency 
development were given entire atten- 
tion, selling methods being excluded. 
The consensus of opinion as to its bene- 
fits was so strong that it was decided 
to make the conference an annual 
affair, the second being held at Poland 
Springs, Me., and this vear's being 
marked by the return to the site of the 
initial gathering. 

Has Aided Progress 


The Aetna’s progress may in con- 
siderable part at least be attributed to 
the new ideas and methods secured at 
or derived from these conferences. 
General agents not only benefited by 
these acquisitions to their equipment, 
but they also received new inspirations 
from contact with men having the same 
problems to solve, and were able to 
return to their posts with the knowl 
edge that they were no longer isolated 
men with puzzling questions to solve 
alone. 


Attention to Agency Building 


Believing that the strongest asset of 
a life insurance company is its agency 
force, Kendrick A. Luther, vice-presi- 
dent in charge of agencies, has devoted 
the 1926 conference to agency build- 
ing, in preparation for making 1927 
an agency building year. It is his pur- 
pose to encourage the development of 
the present agency skeleton of general 
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agents by augmenting the field force 
of agents for he is convinced that much 
greater production may be attained 
than is now enjoyed. 


Devote Time to Organization 


It.is necessary that the general agents 
give as little time as possible to personal 
production, forsaking it entirely in or- 
der to devote their entire time to agents, 
both now and under contract and to 
be procured. The Aetna form of gen- 
eral agents’ contract lends itself par- 
ticularly to this end. Rumors that the 
company was to go on the managerial 
plan are entirely without foundation. 


Survey of Man Power 


A careful survey is being made of 
the man power of the Aetna organiza- 
tion to place in the main positions of 
trust, men who are builders. Examples 
of men having the desired qualities are 
W. R. Harper of Philadelphia and S. T. 
Whatley of Chicago. An _ agency’s 
worth is measured by the volume and 
quality of business submitted and by 
other attributes. Small agencies must 
either be developed or abandoned as 
their expense is too great to make them 
profitable. A policy is certain to be 
pursued of bringing down the cost of 
an agency to a minimum so that the 
savings may be passed on to the public 
in the form of lower net cost. 


Push Accident and Health 


In 1923, the Aetna decided that its 
life agents should take a more active 
interest in accident and health insur- 
ance, T. A. Keith told the members of 
the conference. Due to its novelty, 
progress was necessarily slow. Life 
men had to be educated. The ma- 
chinery for handling it had to be set 
up. But from now on, accident and 
health insurance is to be a major line 
in the Aetna offices. It is to have its 
full share in educational plans. 


Complete Insurance Program 


An insurance program is no longer 
complete which does take into contem- 
plation the hazards of sudden death or 
disability. With the increasing value 
of men’s time, lack of protection in 
these directions is assuming more 
serious consideration. Since the incep- 
tion, business from the life departments 
has shown very satisfactory increases. 
Life men are grasping the opportunities 
and show every promise of carrying it 
along at an increasing rate of produc- 
tion as they are able to convince the 
public that, just as life and income in- 
surance are economic necessities, so do 
accident and health forms take their 
place as a part of a well balanced in- 
suring program. 

Shut Out Undue Competition 


One great advantage of these forms 
is that they shut out the competition 
of those agents who are not able to 
offer it. Of great importance is their 
simplicity, especially for the new agent. 
The latter, in order to solicit life in- 
surance intelligently, must have a very 
considerable amount of knowledge of 
his business. He can not hope to com- 
pete with more experienced solicitors. 
Selling accident and health insurance 
in amounts necessary to underwrite the 
prospects’ income producing ability will 
give new men an impetus which will 
rapidly turn them into successful men 
in life underwriting. 


Has New Instructions 


From the practical standpoint of get- 
ting men started, the home office has 
prepared new underwriting instructions. 
It already has the accident and health 
sales training course. The supervisors 
are to become accident supervisors also. 
During the coming year, the unqualified 
backing of the general agents will be 
required. It is sure to have the effect 
of a largely increased list of life in- 
surance prospects for 1927 for every 
agent. From the standpoint of the 
agency, there can be no doubt but that 
it does attract agents. It offers them 
a rapid way of getting started and gives 
them a degree of independence that can 
scarcely be realized otherwise. Since 


it will at the same time increase the 
production of life insurance and de- 
crease the turnover, it will assist ma- 
terially in the 1927 Aetna plans for 
agency building and development. 


Combination Advantageous 


The home office observed the agencies 
with the accident and health franchise, 
as well as with life, and found that 
the combination was advantageous said 
Vice-President K. A. Luther. The 
company learned that complete coverage 
is regarded as an essential by the pub- 
lic. The time has now come for giving 
the subject more attention, and a bet- 
ter class of business is to be sought. 
Furthermore, it must be properly sold 
to avoid too much trouble in collections. 
E. H. L. Gregory, general agent at San 
Francisco, whose agents sell both life 
and accident, has found that no man 
whose accident and health premium 
record has shown an increase, has failed 
to show an increase in his life produc- 
tion also. 

Is Agency Help 


Speaking from the standpoint of a 
field leader, R. P. Baird of the Albany, 
N. Y., agency stated positively that the 
accident and health franchise attracted 
agents. The new man masters its pre- 
sentation first, and obtains a general 
fund: of information on life insurance. 
He has also the privilege of calling on 
the services of an experienced man 
should he run across any life cases that 
are too complicated. Accident insur- 
ance is easily sold, generally on the 
first interview. A great many prospects 
may be seen in an allotted time. The 
accident insurance salesman is forced 
to discuss life insurance with his pros- 
pect and that encourages him to study 
and become proficient on the latter. It 
gives the new man the requisite self 
confidence. The contacts lead often to 
life and group sales. Accident and 
health policies protect the life policies 
and render them more secure than ever, 
making the field for their usefulness 
one that is constantly expanding. The 
sales of casualty policies offset a small 
drawing account, since its renewals 
build up five times as fast as on life. 


Value of Group Insurance 


The value of group insurance to an 
agency can scarcely be questioned in 
these days in the opinion of Rockwell 
S. Edwards of Edwards & Baker, 
Aetna general agents, Detroit. He said 
that it had been his experience that it 
is much easier to sell employers on 
group. Indeed, their study in most 
cases shows them the value of this 
form of coverage, and it is chiefly a 
question of arranging the details. 
While it is easier to sell the idea, it 
ts harder by far to sell the company 
for every one which has a group de- 
partment has a proposition so nearly 
like that of the others that only smail 
differences exist. In the end it really 
comes down to the best salesman, the 
man who can make those differences 
appear important. 


Tells of Growth 


Speaking for the home office view- 
point, Mr. Griffin, secretary of the 
group division, told of the growth of 
group life insurance. In 1925 the busi- 
ness had increased 33 per cent while 
the Aetna’s figure was 35 per cent or 
slightly in excess of the average. The 
contributory plan has been the more 
popular plan. There has been con- 
siderable call upon the company to un- 
derwrite bodies such as divisions of 
the national guard, labor unions and 
similar groups. While underwriting 
such groups has been authorized by re- 
cent enactments of the legislature, the 
Aetna will not accept such risks as 
there is no common employer: the cost 
to the insured can not be a flat stand- 
ard, as when the employer pays a por- 
tion, which can be guaranteed in ad- 
vance, and it is very unsatisfactory to 
make premium collections as it fre- 
quently happens that the treasury of 





such bodies becomes depleted. 


GUARDIAN LIFE HOLDS 
ANNUAL CONVENTION 


Meetings Precede Big Interna- 


tional Agents’ Conclave in 
Atlantic City 


FINE PROGRESS IS SHOWN 


Production for First Eight Months 
Was 17 Percent Ahead of 
Last Year 


By G. F. WILLISON 

ATLANTIC CITY, Sept. 15.—Pre- 
ceding the opening of the International 
Convention of Life Underwriters, the 
annual convention of the fieldmen of 
the Guardian Life met here for a three- 
day session with more than 350 repre- 
sentatives and guests attending. E. J. 
Berlet, manager at Philadelphia and 
president of the Leaders’ Club, presided 
at the opening session and introduced 
President Carl Heye of the company, 
who welcomed the delegates and ex- 
pressed his deep appreciation of their 
loyalty and cooperation. Last year the 
company paid for $70,000,000, an in- 
crease of over 30 percent over the prev- 
ious year, and the production for the 
first eight months of this year totaled 
$46,000,000, an increase of $7,000,000, or 
about 17 percent over the corresponding 
period last year. 


Recalls First Meeting 


Recalling the first Leaders’ meeting 
held here in Atlantic City in 1913, Vice- 
President T. Louis Hansen said that the 
total amount of insurance in force in 
the company at that time did not amount 
to the new business paid for last year, 
which was the greatest in the company’s 
history. He stated that the Leaders’ 
Club had grown from 130 to 188 mem- 
bers since the Chicago convention last 
year. 

“Noblest of Professions” 


In a very witty address, E. J. Cattell, 
statistician for the city of Philadelphia, 
said that the Sesqui-Centennial Expo- 
sition was a visible evidence of Ameri- 
ca’s present greatness. He declared 
that within his own memory of 60 years 
he had seen the wealth of the nation 
increase from $7,000,000,000 to $350,- 
000,000,000, a rate of increase 10 times 
faster than the growth of population. 
He said that life insurance had contrib- 
uted a great deal of this phenomenal 
increase by promoting thrift and pro- 
ductive investment. Life insurance is 
one of the noblest of professions, he 
declared, because it lifts men’s thoughts 
and aspirations to immensities and 
eternities. It is the only means yet 
devised to protect life before the cradle 
and after the grave. “Have courage,’ 
he said. “Opposition is opportunity. 
Always remember this: ‘He who wres- 
tles with me strengthens me.’” 


Two $1,000,000 Producers 


For the first time in Guardian Life 
history two agents have qualified for 
the Pinnacle club with an annual pro- 
duction of $1,000,000 or more—Max 
Reinboth of the Doremus agency of 
New York City, and E. B. Houghton 
of Rochester. They were presented 
with emblematic rings by President 
Heye, who also presented prizes to those 
qualifying for the inner sanctum. In- 
spector of Agencies James A. McClain 
presented the conservation trophies to 
those agencies maintaining the highest 
percentage of renewals for the preced- 
ing year. In each of the four classes a 
bronze plaque is awarded the winning 
agency, and a silver goblet is given the 
cashier in the winning agency. In class 





A Manager F. A. Doremus of New 
York City and Cashier H. Holste won 
the award, with 84 percent; in class B, 
Manager Howard Salot of Detroit and 
Cashier Anna S. Lorenzen, with 88 per- 
cent; in class C, Manager Norman 
Dempsey of Denver and Cashier J. J, 
Cella, with 89 percent, and in class D, 
Manager Arthur Niemeyer of Bellville. 
Ill., and Cashier Elsie Kuhns, with 94 
percent. The Three Musketeers cup 
was won by G. J. Berhoff, captain; Max 
Reinboth and David Goodfriend of the 
Doremus agency of New York, who re- 
tained the cup permanently, having won 
it three times running. 
Club Officers Elected 





At a meeting of the executive commit- 
tee the following were elected officers 
of the Leaders’ club for the ensuing year: 
Max Reinboth, New York, president; 
E. B. Houghton, manager at Rochester, 
first vice-president; R. A. Trubey, man- 
ager at Fargo, S. D.. second vice-presi- 
dent; Leo D. Landau, New York, vice- 
president at large, eastern district: 
Henry Kronstein, St. Louis, vice-presi- 
dent at large, central district; T. J. 
Miles, Tampa, vice-president at large, 
southern district; S. T. Rainey, Portland, 
vice-president at large, western district: 
Christopher Brooks, publicity director 
at the home office, was elected secre- 
tary. 

How to Achieve Success 


At the Monday afternoon session, In- 
spector of Agencies James A. McClain 
spoke on how to achieve success in sell- 
ing life insurance. It depends, he said, 
upon six factors: Intelligence, industry, 
integrity, the will to learn, the will to 
work and the will to persevere. He 
said that in selling life insurance, it is 
the spirit of the attack rather than the 
ammunition used which wins. The right 
amount and kind of ammunition is help- 
ful only after the first spirited attack 
has been made. Every salesman should 
make use of the printed material of the 
company. It was designed especially to 
appeal to the eye. In not making use of 
it, he said, salesmen are neglecting a 
great opportunity, for the eye appeal is 
even better than the ear appeal, because 
it is more direct. 

Uses of Prospect Bureau 


E. A. McClung of Pittsburgh spoke 
on the uses of the prospect bureau. He 
said his mailing lists are largely made 
up from vocational directories, lawyers, 
doctors, professional men in general, 
alumni of colleges, tax lists, etc. Cir- 
cularization pays when prospects able 
to pay are the ones that are circularized. 
Mr. McClung said that in his four years’ 
experience circularization was respon- 
sible directly or indirectly for 64 per- 
cent of his sales. He emphasized the 
point that those who do not reply to 
circular letters are often very good pros- 
pects. Every letter sent out should be 
followed up, even if the men seen do 
not buy. They frequently give leads to 
others who will. He also said that he 
obtained better results on his second 
circularization of a list of names than 
on the first. 

Possibilities of Program Insurance 


Warren Dean of Washington declared 
that no salesman could afford to be 
ignorant of the infinite possibilities of- 
fered by program insurance designed to 
fit the particular needs of every indi- 
vidual in every possible contingency. 
The aim should not be to sell a policy, 
but a whole picture of insurance. The 
modern life insurance salesman should 
be a scientific counsellor, and the day 
will come, he said, when all life insur- 
ance men, like professional men, will be 
compelled by law to pass an examina- 
tion before being allowed to practice. 


Uses of Leaflets 


Speaking of the profitable use agents 
could make of company leaflets, H. 
Kriss of Cleveland said that if agents 
sent in 25 names a week to the home 
office, they could increase their pro- 
duction $50,000 a year at a cost ol 
$2.50 a week. He also said that his 
practice of delivering palicies in leather 








Sei 


— 


wall 
case 
atte 
som 
cuss 
witl 
land 












September 17, 1926 


— —————— 


wallets had helped him to close many 
cases. The prospect is pleased by the 
attention and feels that he is receiving 
something for nothing. A general dis- 
cussion on business methods took place, 
with Harold Pearce, manager at Cleve- 
land, presiding. 
Should Avoid Technicalities 

Opening the second day session, As- 
sociate Actuary Valentine Howell de- 
clared that actuarial facts were often 
useful as selling points, but that in pre- 
senting them the salesmen should avoid 
being too technical, a bad practice which 
frequently leads to arguments, misun- 
derstandings and other difficulties. One 
of the strongest selling points of all 
to any salesman was “Company,” he 
declared, adding that no salesman could 
talk “Company” with more justification 
than the agents of the Guardian Life. 

Service to Policyholder 


On the general subject of “Serving 
the Average Policyholder,” George Hoff- 
man, manager at Chicago, said the first 
quality essential to success was a thor- 
ough knowledge of the goods one is 
selling, and knowledge comes only from 
study, which in turn leads to analysis, 
without which efficiency in any job is 
impossible. There can be no scientific 
analysis, he said, unless proper records 
are kept. His second point was that 
an agent should never oversell his client. 
He should sell his clients the right kind 
of insurance only in such amounts as 
they could reasonably hope to carry 
without too great a strain on their re- 
sources, 


Must Have Interest in Policyholders 


Thirdly, the agent must have a genu- 
ine interest in all his policyholders, just 
as much in the man with a $1,000 policy 
as one with a $100,000 policy. After 
all, the man with a $1,000 or $2,000 
policy is the man who has made the 
great institution of life insurance what 
it is today. Fourthly, he said every 
salesman should see to it that a contin- 
gent beneficiary was named on every 
policy in order to make sure that the 
money will go to those to whom the 
policyholder wished it to go. This is 
a most essential service, he declared, 
and one that more often than not leads 
to sales of large amounts of additional 
insurance, 

Maude MeAllister Spoke 

Talking on the same subject of serv- 
ice, Miss Maud McAllister of St. Louis, 
who was elected one of the vice-presi- 
dents of the Leaders Club last year be- 
cause of her splendid production record, 
said that as the averave policy is for 
about $3,000 it should be sold for pro- 
tection and not as an investment. 

It is criminal, she exclaimed, to sell 
an endowment policy to a man who can 
afford to pay only $60 or $70 a year as 
premium. Most of all he needs protec- 
tion and all of it he can get for his 
money. Success depends upon courtesy 
and quick, intelligent service to policy- 
holders, upon whose good-will life in- 
surance depends. All large lines run- 
ning from several hundred thousands 
into the millions have been built up in 
most cases by adding policy to policy. 
It is quite impossible to sell a second 
policy to any man who feels he did not 
receive good service on his first policy. 

Selling Failures 


Leon Alexander of Brooklyn and 
George E. Hackman of St. Louis spoke 


on their selling experiences among 
other things. Max Reinboth of the 
Doremus Agency of New York, who 


along with E. B. Houghton of Roches- 
ter became last year the first $1,000,000 
Producers of the company, announced 
that he was going to talk about his sell- 
ing failures. He cited several disastrous 
experiences to point two morals—First, 
stop talking when the application is 
signed and beat it as quick as you can; 
second, deposit checks for payment of 
premiums instantly. 


Goes Through Three Phases 
Life insurance has had three phases 


in his own lifetime, Mr. Reinboth said. 
About 25 years ago there was “life in- 
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surance” in the days of policies with de- 
ferred dividend plans. Later came “love 
insurance,” after the Hughes investiga- 
tion. At that time public confidence in 
the institution of life insurance was not 
great and policies were only bought by 
those who had no other way of provid- 
ing protection for their loved ones. 
Only today is there life insurance which 
protects not only life, but homes, mort- 
gages, business, brains and all life val- 
-ues. In the national life, insurance is 
a large and economic factor. Mr. Rein- 
both said that too much credit could 
not be given the National Association 
of Life Underwriters, which about 20 
years ago united with the great life 
companies in their campaigns to educate 
the general public to the necessity and 
benefits of life insurance. 


Frank L. Jones Gave Talk 


President Frank L. Jones of the Na- 
tional Association of Life Underwriters, 
who was prsent, was called upon to ad- 
dress the meeting. In a brilliant and 
inspiring talk he called upon all pres- 
ent to make full use of their tremendous 
reserves of energy and strength, which 
can only be summoned when a man is 
faced with a great emergency or a great 
desire. That great desire, he said, can 
be found in serving humanity through 
spreading the gospel of life insurance. 
It was great enough to arouse every 
man to his greatest capabilities. 

“This convention will have been held 
in vain,” he declared, “if you men and 
women returned and are content only 
to do as much as you did last year. A 
man must either go forward or he goes 
backward. There is no standing still 
in a life that is forever moving and 
changing.” 

Medical Viewpoint 


The “Medical Viewpoint” was dis- 
cussed by Medical Director Charles B. 
Piper, who said that clean, new busi- 
ness was essential to the company’s 
steady growth, and that the responsibil- 
ity for gettig such new business rested 
largely upon the agents. He pointed 
out the impossibility of maintaining the 
company’s present high dividend and 
low net cost if agents did not help in 


carefully selecting risks. Agents in 
rural districts could do much by quali- 
fying to write non-medical business. 


All agents should keep in touch with the 
managers, who in turn are in close touch 
with the home office, and should make 
use of the company’s examiners who 
have been selected for their competence 
and integrity after a thorough investi- 
gation of their records. 


J. CC. MeNamara’s Talk 


J. C. McNamara, Jr., of New York 
City, whose.agency last year produced 
20 percent of the Guardian Life’s busi- 
ness, spoke on “Why the Guardian Life 
Second Edition,” making use of the 
company’s high dividend and _ interest 
rates. Mr. McNamara outlined an ordi- 
nary life policy of $24,000 so arranged 
as to provide $100 monthly for total 
disability, $100 monthly for life at age 
of 61, $100 monthly for life of benefici- 
ary and $24,000 principal intact by means 
of 17 gross deposits reducing to about 
10 percent of original deposit, thus giv- 
ing what amounts to a 17 payment in- 
come endowment at age of 61—two 
policies at ordinary rates. 


Held Annual Banquet 


This evening more than 300 Guardian- 
ites and their ladies and guests attended 
the annual banquet. After the speeches 
and several entertainment skits had 


been given, the room was cleared for 
dancing. 

At the final session on Wednesday 
afternoon Dr. Eugene Lyman Fisk, 


medical director of the Life Extension 
Institute, spoke on the “Opportunities 
of Life Insurance in the Field of Life 
Prolongation.” Dr. C. J. Rockwell de- 
livered an address on “Underwriting 
Lives.” The convention ended after a 
talk on “Life Insurance and Life Val- 
ues” by Dr. S. S. Huebner, professor 
of insurance at the Wharton School of 
Finance, University of Pennsylvania. 
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FIDELITY MUTUAL IN 
ANNUAL CONVENTION 





Benjamin Franklin Was Featured 
at the Opening Session 
of the Rally 





MANY TALKS WERE GIVEN 


Leaders Club Meeting Presided Over 
by Karl Collings Who Started 
as Office Boy 


ATLANTIC CITY, 
than 300 agents and 
Fidelity Mutual held their annual con- 
vention here the first three days of this 
week. On Monday 
managers and the sessions of 
Tuesday 





Sept. 15.—More 


managers of the 


there was a confer- 
ence of 
the Leaders Club commenced 
morning when the new officers and di- 
rectors were installed. Karl Collings of 
Philadelphia is president this year, the 
other officers of the Leaders Club being 
C. M. Hunsicker, Philadelphia, vice- 
president; J. B. Campbell, Chicago, sec- 
ond vice-president; P. J. Grogan, Johns- 
town, Penna., secretary, and I. G. 
Becker, Philadelphia, treasurer. 
Benjamin Franklin Featured 


Following the formal opening of the 
convention and the installation of new 
officers by Frank H. Sykes, vice-presi- 
dent and superintendent of agents, and 
a word of greeting from President Wal- 
ter Lemar Talbot, Mr. Sykes announced 
that the spirit of Benjamin Franklin 
would conduct the new part of the pro- 
gram. Professor John Dennis Ma- 
honey of the home office staff appeared 
on the platform as the impersonator of 
“Poor Richard,” and in his opening re- 
marks and the introduction of the new 
officers prefaced nearly every para- 
graph with “Poor Richard says.” Some 
of his quotations were really from the 
philosopher whom he __ represented, 
while others were clever paraphrases 
with direct application to life insurance. 


Karl Collings’ Career 
Philadelphia, by 


company's leading 


Karl Collings of 
reason of being the 
producer for the club year, becomes 
president of the Leaders Club. He 
started his career as an office boy in 
the company’s head office 39 years ago. 
He joined the agency force in 1904 and 
has been a member of the Leaders Club 
every years since that time. Clayton 
M. Hunsicker, vice-president, has been 
with the Fidelity Mutual for more than 
22 years and has won the club presi- 
dency four times. Major J. B. Camp- 
bell of Chicago, who is making his first 
appearance on the official roster, at- 
tended the meeting in military uniform, 
having just returned from active service 
as a reserve officer. P. J. Grogan, of 
Johnstown, Penn., is secretary and I. 
G. Becker of Philadelphia, is treasurer. 
President Collings and Vice-President 
Hunsicker, following their introduction 
into office spoke briefly on “Service and 
Its Reward.” 
Afternoon’s Program 


Bright, manager at Little Rock, 

Ark., and for nearly 35 years with the 
company, was the first speaker on 
Tuesday afternoon, with a talk on 
“What Fidelity Has Done for Life In- 
surance.” He was followed by B. F. 
Fraser, Jr., of Atlanta, Ga., who dis- 
cussed “Finding the Prospects’ Chief 
Needs for Life Insurance.” J. A. Hous- 
ton, manager at Spokane, Wash., and J. 
A. Lock of Kansas City put on a sales 
demonstration, “Life Insurance Versus 
Stocks, Bond and Other Investments.” 
Paul Wechsler of Philadelphia won 
the contest participated in by five others 


Tuesday 
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who were called upon to give three-min- 
ute demonstrations of what they say to 
their prospects during the first three 
minutes of the interview. Mr. Wechs- 
ler’s opponents were F. P. Danzelio, 
Staten Island, Y.; J. C. Hupp, Fair- 
mont, W. Va.; E. R. Lotto, Atlantic 
Cis, 0. Hie: Miller, York, Penna., 
and J. Tougas, Providence, R. I. 

T. M. Green, manager at Baltimore, 
read a paper on business insurance and 
explained how he has closed some of his 
larger business cases. The Tuesday 
afternoon session concluded with an ex- 
planation of how to use the installment 
options by F. W. Hagen of Philadelphia 
and C. H. Jones of Columbia, South 
Carolina. 

Wednesday Afternoon Events 


There was no session on Wednesday 
morning owing to the fact that the 
opening session of the National Asso- 
ciation of Life Underwriters took place 
at that time, but the Fidelity Mutual 
gathering was wound up on Wednesday 
afternoon when there was no conflict 
with the National association program. 
M. L. Bangham of Cincinnati and Dr. 
J. W. Kirgan of Cincinnati demon- 
strated the right and wrong way of pre- 
senting life insurance with J. H. Merkle 
of Cincinnati acting as the prospect. 
Mrs. L. P. Merritt of Philadelphia gave 
her ideas on selling employed women. 
J. H. Brennan of Chicago and C. H. 
Lockwood of Topeka, Kansas, spoke on 
“A Young Man in Fidelity Field 
Work.” 

W. G. 
F. L. Bettger, 


Backus of San Francisco, Cal., 
9 Pa. F. V. 
Coville, Bridgeport, Conn., H. Schaef- 
fer, Harrisburg, Pa., and NT R. Wolfe, 
Spokane, Wash., told in three-minute 
talks the talking points that they have 
used and which they have found to be 
most effective in closing. 

R. E, Greeler of Baltimore and T. L. 
Wardlaw of Columbia, S. C., were the 
final speakers with talks on “The App- 
a-Week Habit.” The convention was 
closed with the presentation of the 
Heron trophy and the ward of the app- 
a-week medal. 


Estate Values Dwindled 


The late George Kuhns, president of 
the Bankers Life who died last year, had 
but $17,000 life insurance, according to 
the appraisal of his estate which was 
made here last week in district court. It 
is said that Mr. Kuhns unfortunately was 
physically unable to build up a large 
estate in that manner. Although the 
securities listed in the estate had a face 
value of $214,000, the appraisers re- 
ported its true value as not over $5,000, 
most of the notes and stocks being very 
uncertain as to value. This included 
substantial holdings in the Red Clover 
Land Company, the lowa Improvement 
Securities Company, and some stock in 
the Central Trust Company which is 
Claims 


now in receivership. against 
the estate are reperted to be about 
$100,000. 


Honor President Miller 


Roy H. Heartman, sales 
the Central Life of Des Moines, an- 
nounces that the three-day campaign 
commemorating the third anniversary of 
the presidency of O. C. Miller was a 
wonderful success. The quota set by 
Mr. Heartman was $1,000,000 a day for 
each of the three days involved in the 
campaign, but the results made even a 
better record than this, the total amount 
of business written and examined reach- 
ing $3,191,750. Approximately two- 
thirds of the new business was secured 
in the agricultural states, Iowa and 
Wisconsin. 


manager of 





Guy McLaughlin to Speak 


NEW YORK, Sept. 16—Guy Mc- 
Laughlin, general agent of the Franklin 
Life at Houston, Texas, will be the 
chief speaker at the gathering of the 
Hart & Eubank general agency of the 
Aetna Life to be held here Sept. 20. 
This will be the first regular meeting of 





the agency for the fall season. 
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ANNUAL MEETING OF © 
THE AGENTS WAS HELD 


Massachusetts Mutual Men Cele- 
brated Diamond Jubilee of 
the Company 


INSURANCE UP 


Some Well Prepared Addresses Were 
Given at the Annual Convention 
Held at Swampscott 





BUSINESS 





SWAMPSCOTT, MASS., Sept. 15.— 
The Agents Association of the Massa- 
chusetts Mutual Life came back to the 
home state again this year for its an- 
nual convention, the 34th, and celebrated 
the diamond jubilee of the company with 
a large attendance. The convention 
opened Monday with some 575 in at- 
tendance. Business sessions were on 
the program for Monday, Tuesday and 


NATIONA 


THE 








| 

| Wednesday mornings, with a session for 
| women agents Monday afternoon, and 
| a beginners’ session Tuesday afternoon. 
| The usual social features, trips to his- 
| toric points, golf, tennis and bridge, 
with dancing in the evening, filled out 
the remaining hours of the days and 
evenings. 


| B. Z. Nelson Presided 





Bernard Z. Nelson of Boston, who 
made a phenomenal showing the very 
| first year he went with the Massachu- 
setts Mutual some years ago, and who 
last year stood eighth in rank among 
the highest producers of the company, 
with writings of $975,800 and 100 percent 
delivered, having been elected president 
of the association at French Lick last 
year, presided over the business ses- 
| sions of the conventions, filline the posi- 
tion most capably and agreeably. 


Welcome by MecClench 


| President William W. McClench wel- 
| comed the agents in a very informal 
| and family manner. He referred briefly 
| to the fact that the year marked the 
| 75th anniversary of the company’s 
growth, and contrasted the situation of 
75 years ago with that of today. He 
paid a compliment to the high ideals of 
the officials who had served in the past 
and said he felt the future of the com- 
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pany was secured in the hands of those 
serving today. The names of some 11 
prominent agents who had passed away 
during the year were recalled by Presi- 
dent McClench, and he paid a special 
tribute to the memory of Warren C. 
Flyn nof St. Louis. 


Business Insurance Discussed 


Business insurance, life insurance 
prospectus and ideas on interviews were 
the topics taken up for presentation at 
the Monday morning session. Arthur 
C. Reinecke of New York and Raymond 
J. Brewer of Utica were the speakers 
on business insurance. Mr. Reinecke 
stated that business insurance was 
merely life insurance applied to a busi- 
ness. The appeal was made by empha- 
sizing a man’s regard for his partners’ 
interests, his family and the firm’s stand- 
ing in the community. It was well to 
point out to prospects the dangers which 
beset a firm by overbuying, overselling, 
faiure of raw materials, poor location, 
lack of experience, all of which would 
be protected in an eventuality by busi- 
ness insurance. 

Emphasize Important Positions 


It should be pointed out how import- 
ant were the positions of president, sec- 
retary and treasurer in a corporation 
and the difficulty in filling their places 





at once. It should not be forgotten 





“Tf George Washington Were Alive 


WOULD HEp 


Today ----’’ 








says he would. 


Little Miss Mary Marks of South Orange, New Jersey, 


We sent her our booklet, “GEORGE WASHINGTON,” 
and she wrote us, saying, “If George Washington were 
alive today he would give three cheers for the John 
Hancock Mutual Life Insurance Company.” 


Well, io he might. 


John Hancock signed the commission which made 
Washington Commander-in-Chief of the American forces. 
The original document is preserved at Washington in the 
Library of Congress. 


If George Washington could see that same bold signa- 
ture on millions of those policies which help to make men 
and women commanders of their own futures and captains 
of their own independence, he might indeed cheer the 
company which for sixty-three years has honorably borne 
the name John Hancock.. 
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also to call attention to the fact that a 
corporation covered its physical assets 
with insurance 100 percent, while the 
human assets were neglected. Mr. 
Brewer said he had sold some policies 
by calling up before the mind of a part- 
ner the situation when the latter would 
have to face a dead partner’s widow, 
He described in detail some two part- 
nerships and one corporation case he 
had written. 


Prospectus for Selling 


J. Hawley Wilson of Peoria, IIl., and 
Laurence Thebaud of Buffalo spoke on 
the use of a prospectus in selling life 
insurance. Mr. Wilson had met with 
success in the use of a chart and analy- 
sis for each case. Give a man a clear 
idea of what an income will do for him 
and his family through a chart and it 
will impress him. It presented a picture 
of the man’s future needs which words 
could not give. Such a plan involved 
time, but it was worth it, particularly 
in cases of professional men and execu- 
tives. Mr. Thebaud said that a pros- 
pectus put life insurance in action and 
appealed to the customer. It puts a 
picture of life insurance in the back of 
the mind of a prospect. It shows him 
how he will take care of food, shelter, 
clothing and transportation, for him- 
self in old age or for the family. 


Should Follow Definite Plan 


Lawrence E. Simon of New York, 
one of the company’s largest producers, 
made his first appearance before a Mas- 
sachusetts Mutual Agents’ convention 
and was the hit of the morning. He ad- 
vised the agent to follow some particu- 
lar plan, and not try to follow every gen- 
eral agent’s plan. There should be 
though, desire and action in an agent's 
system. Nothir~ should be done hap- 
hazard. Plan each day’s work the day 
before and then carry out that plan. 
Don’t take rebuffs in the approach. Act 
as if you had faith in your work and 
that it was the greatest one on earth. 
Don’t approach men in their offices tim- 
idly. Don’t carry a rate book. The 
thing to do is to get the man to the 
doctor, and it doesn’t take a rate book 
to do that. Finally, never leave a pros- 
pect without getting from him the names 
of other prospects. Tell the prospect 
that you would like “references” just 
as he would give in any bank he tried 
to do business with. 


Women Had Meeting 


Mrs. Fannie Tisch of Chicago was in 
charge of the women’s meeting, which 
brought together some 50 or more dur- 
ing Monday afternoon. The new salary 
deduction plan was discussed at the 
meeting by Miss Nellie J. Roche of 
Nashville, Tenn.; “Different Methods of 
Selling Business Women” was treated 
by Mrs. Annie M. F. Sherman of Boston 
and Miss Alena Samson of Hartford: 
“Women Selling Men, Advantages and 
Disadwvantages,” was the topic which 
Miss Mary McClench of Springfield 
and Miss Louise Hall of Boston handled 
very skillfully. “Your Positive Mental 
Attitude” was the final topic taken up 
and ably treated by Mrs. Eleanor Young 
Skillin of Chicago. 

Tuesday’s Program 

Tuesday morning’s program called 
for an address on “The Program of 
Life,” by John W. Yates of Detroit; 
“Ideas on Sales Talks,” by A. C. Peyzer 
of New York; “Life Insurance Pros- 
pectus,” by Roy R. Roberts of Los An- 
geles; and “Insurance Property,” by 
Thomas A. Wilson of Binghamton, 
N. Y. John W. Yates of Detroit was 
in charge of the discussion period. 

Four addresses scheduled for Wednes- 
day were as follows: “Prospecting for 
Corporation Life Insurance,” by Ward 
H. Hackelmann of Indianapolis; “Salary 
Savings,” by Robert L. Dermody o! 
Philadelphia; “Utilizing the Deferred 


Annuity,” by Miss Louise Hall of Bos- 
ton, and an inspirational talk by A. W- 
Kruemling of Detroit, on “The Silver 
Lining.” 

Norris H. Bokum of Chicago was 
scheduled as the next president of the 
Agents’ Association. 
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DISCUSSES THE WORK 
OF FIELD SUPERVISORS 


Hugh D. Hart Tells Aetna General 
Agents of Financing 
New Men 


HELP BEGINNERS TO SELL 


Advocates Employment of Assistants to 
Assist in Closing Cases, Giving 
Commission to Pupil 


HOT SPRINGS, VA., Sept. 14.—No 
speaker on the program at the Aetna 
general agents’ conference here last week 
was attended more carefully than Hugh 
D. Hart of Hart & Eubank, general 
agents in New York city. Mr. Hart's 
topic was “The Job of the Supervisor in 
the Field.” He said in part: 

“The supervisor has three distinct du- 
ties to perform in his field work. The 
first of these three duties is to demon- 
strate to the new man how life insurance 
is really sold by actually effecting sales 
from beginning to end in the presence of 
the novice. It must be kept in mind that 
the supervisor is a field teacher, that he 
must display to the pupil a selling proc- 
ess as part of a teaching process. The 
beginner naturally figures that if the ex- 
pert sent out to show him how to sell 
cannot sell, he, the beginner will not 
stand a ghost of a show to do what the 
expert failed to do. 


Demonstration Is Important 


“IT cannot lay too great stress on the 
importance of demonstration as a 
method of teaching the new agent how 
to sell. In fact, the most impressive way 
to teach anything, is to demonstrate it. 
We learn to do most of the vital things 
of life by watching those things being 
done by others, we learn to talk by hear- 
ing others talk; we learn to walk by see- 
ing others walk. We are instinctively 
imitative. We are wrong when we decry 
imitation, for we make progress by imi- 
tating demonstrated acts which are done 
better than we can do them. It is felt 
by those who oppose imitation that imi- 
tation destroys originality. On the con- 
trary, imitation breeds originality, for 
when we imitate we adopt a model on 
which to build the superstructure of our 
own method. No man can imitate an- 
other, without investing the imitation 
with his own individuality. The new 
agent, in his effort to imitate the demon- 
Strated sales method of his supervisor, 
develops a sales method perhaps resem- 
bling that of his exemplar, but one 
which more and more bears the stamp 
of his own individuality. 

Teach Practical Side 


“It is only in the last five or ten years 
that we have seriously taken up the 
Problem of training agents, by giving 
them class instruction, and many have 
wondered how, previous to this class in- 
Struction, agents were able to sell as 
much life insurance as they did. I be- 
lieve it was due to the fact that general 
agents did give their new men, more or 
less Opportunity to watch them make 
sales. _l am afraid that in our present 
enthusiasm for holding training classes, 
and for teaching our men elaborate in- 
eepens courses (and I hasten to add 
on A one is more enthusiastic than I 
ok _ method) we are liable to over- 
oly undervalue the importance of 
— nonstration by the supervisors, 
a of the new agents training. If 
mh = duly stress and practice super- 
pene Foy ~ demonstration as an indis- 
aoe ~ ttre to class training, we are 
ie Ne tnpe- up a crowd of theorists 
the ae’ all there is to know about 

€ msurance business, except the 
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The Ideal Agency Officer 


HE ideal agency officer is one who knows his 

company from the ground up—thoroughly knows 

and has confidence in his superior and fellow 
officers, and having this information and this ihtimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken. 












_ He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor- 
tunities to none. 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, a 
from the well of his own practical experience and 
a be able to counsel wisely and advise in- 
telligently on all the multitude of big and petty 
problems and disputes which are forever coming up 
in an active agency organization. 


He must be a man of quick and positive decisions, 
and his ora? ise once given must be as binding 
as though reduced to writing. 


He must be intimately acquainted, but not grossly 
familiar, with his agents. 


He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent's 
lack of success, and so constituted temperamentally as 
to be burdened without irritation with the thousa 
and one little complaints and troubles of the mea 
who compose the agency organization. 


In brief, the successful head of an agency depart- 
ment is the “Little Father” of the organization, and 
upon his patience, forbearance and good counsel, and 
the degree of res and confidence he enjoys of the 
men under him, depends the success and the strength 
of the producing force. 
























From address of R. W. Stevens, President, 
lilinois Life Insurance Co., Before Life 
Agency Officers Association, Chicago, 

November, 1925. 
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rather important detail of being able to 
sell it. I submit that there is no more 
humorously pathetic creature in our 
agency organizations than the fellow who 
is a walking and talking encyclopedia of 
insurance information, but from whom 
we must request the key to his desk be- 
cause he cannot sell enough insurance 
to justify the space he occupies. We 
must have practical men as well as in- 
formed men; we must have men who can 
sell, as well as men who know. Super- 
visory sales demonstrations help to 
translate into practical usage the infor- 
mation. acquired in the classroom, and 
to check the tendency toward theorizing 
which is an ever present danger in all 
classroom instruction. 


Criticize Beginner’s Technique 


“The second function of the supervisor 
in the field is to go with the new agent 
and watch him carry on the selling proc- 
ess, and then point out to him the strong 
and weak places in his selling method; 
to be, in other words, the constructive 
critic of the new man. The supervisor, 
having demonstrated to’ the beginner 
how sales are made, now has the new 
agent demonstrate before him how be 
puts into operation what he-has learned. 
Nothing is more helpful to the beginner 
than for an experienced supervisor to go 
over with him the points of strength and 
of weakness in the intérview he has just 





had with his prospects in the presence 
of the supervisor. It is one of the strik- 
ing evidences of human frailty that men 
cannot see themselves as others see 
them, and in the early stages of the in- 
surance beginner’s career it is highly im- 
portant to eradicate from his selling form 
the faults that are inevitably present in 
the amateur, before those faults shall 
have become permanent liabilities, faults 
which he might never discover for him- 
self, but which would be evident to the 
supervisor. 
Help Beginner Make Living 


“The third function of the supervisor 
is to assist the new agent to sell enough 
insurance at the outset so that he may 
derive from the commissions a liveli- 
hood. It is a mistake for the general 
agent to assume that an agency can be 
built without providing some method of 
financing for the men.’ We all try to 
pick men who are financially able to 
maintain themselves for several months. 
Assuming that every new man in an 
agency is thus equipped when he comes 
into the business, he soon grows restive 
and dissatisfied if he finds it necessary 
to draw upon his personal resources to 
pay his living expenses through too long 
a period. He sees his financial reserves 
gradually disappearing, and correspond- 
ingly the reservoir of his enthusiasm for 
his new, and apparently unremunerative 





vocation gets lower. He can see gloomy 
visions of the time not far off when his 
financial capital will have been entirely 
used up. But let us not deceive our- 
selves with the idea that we are only 
going to select men who have sufficient 
money to enable them to paddle their 
own canoes, unaided. If a man has all 
the other qualities for making good as 
an underwriter, except the one circum- 
stance that he cannot finance himself 
without some income during his appren- 
ticeship, shall we turn our backs upon 
him, and provide no plan whereby he 
may embrace the privilege of dedicating 
his talents to the institution of life in- 
surance? It is not fair to the man, pro- 
vided, of course, he has the requisite 
qualities and we cannot afford to de- 
prive our agency-building program of 
worthwhile men like that, who, perhaps 
through no fault of theirs, are not finan- 
cially in position to pay their own way 
through the first lean months of their 
apprenticeship. 
Opposed to Advances 


“IT do not favor advances to agents. I 
do favor a financial plan, but in my judg- 
ment, the advance system is not the 
proper financial plan, although it is the 
plan most universally used to meet the 
condition I have named. I am opposed 
to the advance. system on two funda- 
mental grounds: It is a bad system for 





associations. 


OLD LINE LEGAL RESERVE 


CHARACTER 


q Reputation is what others think of us, character is what we 
really are, and he who sacrifices character to uphold reputation 
builds but upon shifting sands. Institutions, like individuals, have 
both reputation and character and, while reputation may spell tem- 
porary financial success for the organization, it is character which 
will determine the ultimate well-being of its members. 


q Character, in an institution, implies lofty ideals unflinchingly 
pursued; the habit of doing just a little more than the letter of the 
contract guarantees; observance of the principle that service can 
surpass sheer duty; tolerance toward the frailties of human nature 
combined with knowledge that the rights of one terminate where 
another’s begin; an integrity to purpose that will stand four-square 
against the attacks of greed, false ambition, and unjust prejudice; 
a belief in the eternal necessity for fair play. 


q Character is the philosopher’s stone that transmutes the com- 
monplace dross of business dealings into golden nuggets of pleasant 
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the men, because it tends to get them jn 
debt, and furthermore kills within them 
their fighting spirit, and runs counter to 
the operation of the age old law of strug- 
gle which decrees that only through 
hard necessity, only through self reliance 
can men make substantial progress jn 
this life; and, I believe the advance sys- 
tem is a bad system for the general 
agent. It requires a tremendous amount 
of money, and the risk and consequent 
loss are out of all proportion to the pos- 
sible profits that may accrue. ; 

“A second financial system for new 
agents is circularizing and thus procur- 
ing leads to turn over to the men, which 
they may cash in on. This system, so 
successfully used for the past ten years 
in our Little Rock agency, goes a long 
way toward helping the men to solve 
their financial problems. 


Supervision Best Selution 


“T think perhaps the most sane finan- 
cial method, however, is to provide com- 
petent supervisors who can go out with 
the new men and help them to help 
themselves by aiding them in closing 
prospects they have dug up, but whom, 
by reason of their lack of experience, 
they were not able to sell. By turning 
over all the commissions on this joint 
business to the new man, during his ap- 
prenticeship, the new man is enabled to 
live until he can attain sufficient experi- 
ence to stand alone. The job of the 
supervisor in the field, therefore, is far 
more than a part of a training system, 
it is a job of financing new men by the 
very sound method of helping them to 
earn their own way. The supervisor 
must discreetly time his work with the 
new agent so as to assist him in making 
a profitable sale just when his spirit 
has reached the low danger point. 


Gave New Man Confidence 


“T can remember distinctly the first day 
I worked at the job of selling life insur- 
ance. A good supervisor went out with 
me, and together we sold business with 
a first commission of $30. He allowed 
me the full commission. This was dur- 
ing that period of antiquity when $30 
was really worth $30 in purchasing 
power, and when $30 had a value to me 
far beyond any conception of its im- 
mensity that I am able to convey to you 
prosperous gentlemen this morning. But 
it had an even greater value in other 
ways. It gave me an enthusiasm for the 
life insurance business that none of the 
books I have read have given me, a 
vision of its possibilities that I have 
gleaned from no subsequent experience 
in later years. It meant the winning of 
a victory, whose spoils I was to enjoy; 
it was the tangible and irrefutable an- 
swer to my carping and cynical friends 
who had advised me to stay out of this 
overcrowded business. I shall always 
revere the memory of that supervisor, 
for he had shown me the way to help 
myself, and at the same time had helped 
to put cash in my pocket. I have often 
wondered since whether I would revere 
his memory as I do, had he made me 
an advance of $30 instead of making me 
go out with him to earn it. 


Heavy Burden in Advances 


“We have in the New York agency to- 
day 108 full time Aetnaizers. Eighteen 
of them were there when Mr. Eubank 
and I went to New York; the remaining 
90 have been added by us these past 
two years. Suppose we advanced each 
of these 90 new men $200 per month; it 
would require $18,000 per month or 
$216,000 per year to pay these men their 
advances. Mr. Eubank would have to 
increase materially his winnings at golf 
to supply his half of this payroll. Yet, 
if it is fair to advance to one man, it is 
unfair not to advance to all. Is it not 
far more economical to use your super- 
visors in the field for the twofold pur- 
pose of training and financing your new 
men, so that the salaries you pay your 
supervisors serve a double purpose? 


Keep Up Morale 


“The job of the supervisor is to make 
men become independent of supervision 
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| LIFE INSURANCE SALES FOR YEAR 
SHOW INCREASE OF 7-6 PERCENT 











NEW YORK, Sept. 16.—Writings of 
new life insurance by United States 
were 7.6 percent greater during the first 
eight months of this year than during 
the corresponding period of 1925. This 
eight-month increase is shown despite 
the fact that new business during Au- 
gust this year dropped 7.1 percent below 
August, 1925, which was one of the 
largest production months on record, 
with an increase of 44 percent over Au- 
gust, 1924. This year the August pro- 
duction was 33.5 percent more than that 
of August, 1924. These facts are re- 
vealed by a statement forwarded by the 
Association of Life Insurance Presidents 
to the United States Department of 
Commerce for official use. The com- 
pilation aggregates the new business 
records—exclusive of revivals, increases 
and dividend additions—of 45 member 
companies, which have 81 percent of the 
total volume of life insurance outstand- 
ing in all United States legal reserve 
companies. 

For the eight-month period, the total 
new business of all classes written by 


the 45 companies was $7,450,000,000 
against $6,925,000,000 during the same 
period of 1925—an increase of 7.6 per- 
cent. New ordinary insurance amounted 
to $5,219,000,000 against $4,949,000,000— 
a gain of 5.5 percent. Industrial 
amounted to $1,679,000,000 against $1,- 
495,000,000—an increase of 12.2 percent. 
Group amounted to $552,000,000 against 
$481,000,000—an increase of 14.7 percent. 

For August the total new business of 
all classes was $851,000,000 against 
$916,000,000 during August of 1925—a 
decrease of 7.1 percent. New ordinary 
insurance amounted to $596,000,000 
against $608,000,000—a decrease of 1.9 
percent. Industrial amounted to $199,- 
000,000 against $181,000,000—a gain of 
10.0 percent. Group was $56,000,000 
against $127,000,000—a decrease of 56.2 
percent. 

New Paid for Business 

The new paid-for business written 
during each of the first eight months of 
1924, 1925 and 1926, as well as increases 
in 1925 over 1924 and in 1926 over 1925, 





are shown in the following table: 
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1925 1926 
ORDINARY INSURANCE over over 
1924 1925 
Month 1924 1925 1926 % % 
SUED wcccoecsacons $ 497,082,000 $ 532,654,000 $ 560,289,000 5.3 7.0 
ED pie enn 6 600-6 491,125,000 548,529,000 597,429,000 11.7 8.9 
EL aah. dee ust wee a 618,612,000 645,771,000 724,454,000 5.8 10.6 
METS cccncicantaecieore 566,037,000 638,206,000 675,296,000 12.7 5.8 
tt tenavekenesetscabe 586,470,000 698,706,000 702,309,000 19.1 5 
re ~cebaseevds acanee 559,867,000 638,195,000 704,852,000 14.0 10.4 
SE an sles cunes ee neues 528,048,000 638,833,000 658,562,000 21.0 3.1 
0 rea 472,570,000 607,621,000 595,929,000 28.6 —1.9 
$4,319,811,000 $4,948,515,000 $5,219,120,000 14.6 5.5 
INDUSTRIAL INSURANCBD 
5 dieheness eees $ 179,656,000 $ 147,441,000 $ 227,158,000 —17.9 54.1 
February 143,762,000 177,666,00 174,782,000 23.6 —1.6 
March ..... 156,792,000 193,604,000 230,203,000 23.5 8.9 
DE Glescrdsedvesceese 158,557,000 196,895,000 215,504,000 24.2 9.5 
i Huppiveeenn «neue 173,629,000 217,735,000 235,207,000 25.4 8.0 
ihn ch nueGemeee ee 154,495,000 198,113,000 202,315,000 28.2 2.1 
Dt tis cade ets cos ons 135,015,000 182,991,000 194,315,000 35.5 6.2 
Pe ee 141,525,000 181,048,000 199,076,000 27.9 10.0 
$1,243,431,000 $1,495,498,000 $1,678,560,000 20.3 12.2 
GROUP INSURANCE 
ee $ 19,082,000 $ 68,957,000 $ 56,280,000 261.4 —18.4 
DP sh bbvctos ede 15,411,000 36,696,000 83,088,000 138,1 126.4 
DE. a cGhunce sueed 6% 35,034,000 40,797,000 72,368,000 16.4 77.4 
aro 44,217,000 66,415,000 80,663,000 50.2 21.5 
i cssteensenss¢e v4 34,986,000 39,041,000 56,458,000 11.6 44.6 
De docad bevexucuse< 21,490,000 47,565,000 69,282,000 121.3 45.7 
SY acrawthedesbeaec 31,338,000 54,947,000 78,125,000 75.3 42.2 
EE 4 éxaccdnee deck 22,931,000 126,885,000 55,632,000 453.3 —56.2 


$ 224,489,000 


$ 481,303,000 


~ 
we 
— 
os 
_ 
—_ 


$ 551,896,000 


TOTAL INSURANCE 











$ 695,820,000 $ 740,052,000 $ 843,727,000 6.4 14.0 
650,298,000 762,891,000 855,299,000 17.3 12.1 
810,438,000 889,172,000 1,027,025,000 9.7 15.5 
768,811,000 901,516,000 971,463,000 17.3 7.8 
795,085,000 955,482,000 993,974,000 20.2 4.0 
735,852,000 883,873,000 976,449,000 20.1 10.5 
694,401,000 876,771,000 931,002,000 26.3 6.2 
637,026,000 915,554,000 850,637,000 43.7 —7.1 

$5,787,731,000 $6,925,311,000 $7,449,576,000 19.7 7.6 








Discusses the Work of Field Supervisors 
(CONT’D FROM PRECEDING PAGE) 


after a while, able to work out for 
themselves their own salvation. Perhaps 
his biggest task on the way to this happy 
consummation is the task of maintaining 
the morale of the men. The three proc- 
esses I have described help to accomp- 
lish that feat. Certainly no part of the 
supervisor's mission is more vital than 
keeping up the agent’s morale. The con- 
scientious supervisor must remember 
that the state of his agent’s mind deter- 
mines the degree of his success.” 


Home Office Staff Increased 


The New York Life executive staff 
has had additions to it. There are four 
third vice-presidents, they being Arthur 
Hunter, Wilbur H. Pierson, Charles H. 
Langmuir and Griffin M. Lovelace. Mr. 
Hunter for a number of years has been 
chief actuary. Mr. Pierson has been 
secretary. Mr. Langmuir has served as 
superintendent of agents. Mr. Love- 
lace was formerly agency director of the 
Connecticut Mutual Life, but recently 
has been in charge of the life insurance 
training course of the New York Uni- 
versity. Walton P. Kingsley, who was 





formerly assistant secretary, has been 
elected secretary to succeed Mr. Pierson. 
Mr. Lovelace will have charge of the 
educational department as he is an ex- 
pert in that line. 


Puritan Joins the Bureau 


The Puritan Life Company of Provi- 
dence, R. I., has just been accepted by 
the executive committee for membership 
in the Life Insurance Research Bureau. 
The company is one of the smaller New 
England companies and has been suc- 
cessfully operating in Rhode Island since 
1907. It has recently started to do busi- 
ness in the state of Connecticut. Clinton 
C. White, secretary and treasurer, has 
been appointed as the Bureau contact. 
The addition of this company brings the 
Bureau membership to 95 companies dis- 
tributed over the United States and 
Canada. 


On Agency Tour 


B. F. Hadley, vice-president of the 
Equitable Life of Iowa, left Des Moines 





last week on an agency inspection trip 
through the east. 
about one month. 


He plans to be gone 








in Conventions: 


We Believe 


The Pan-American is a strong believer in 
sectional agency meetings with Home 
Office Officials in attendance. Gatherings 
of this kind bring the men in the Field into 
closer harmony with the Company, give 
them the opportunity of becoming better 
acquainted with each other, and act as a 
clearing house for their problems and ideas. 


We have just held two most successful 
divisional meetings in Biloxi, Mississippi, 
and Charlevoix, Michigan, with about one 
hundred in attendance at each meeting. 
Conventions in other sections of our terri- 
tory will be held later. 


PAN-AMERICAN SERVICE 


INCLUDES: 
Educational Course 
Sales Planning Department 
Unexcelled Low-cost of Life Policies 
Substandard Policies for Under-average Lives 
Child’s Educational Endowment Group Insurance 
All Forms of Accident and Health Insurance 


WE HAVE A FEW ATTRACTIVE GENERAL AGENCY 
OPENINGS FOR MEN NOT AT PRESENTJATTACHED 


ADDRESS 


E. G. Simmons, Vice-President and General Manager 


PAN-AMERICAN 
LIFE INSURANCE CO. 


New Orleans, U.S.A. 


Crawford H. Ellis, President 
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SERVICE 
means 


Continuous 


Helpfulness 


in 





Meeting 
Changing 
Conditions 


ae 


Men and Women 
of ability, charac- 
ter and energy are 
needed for the task 
of maintaining this 
service and effect- 
ing a greater dis- 
tribution of its 
benefits. 











IFE Insurance Ser- 

vice second to none 

for efficiency and 
dispatch. 


| TAeRAL Policy 

Contracts which 
fully meet the public’s 
present day needs. 


ROGRAM Insur- 


ance facilities. 


IVIDEND In- 

creases reflecting 

the advantages accruing 

from efficient manage- 

ment as well as eco- 
nomic prosperity. 
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256 BROADWAY 
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Write 
for 
Particulars 


Address T-23, 
care of 


this magazine 


An old line, mutual life insurance 
Company with headquarters in the 
East needs a General Agent for 
Providence, Rhode Island, and sur- 
rounding territory where they are 


now not actively represented. 


The Company is strong financially, 
almost forty years old, and issues 
unusually attractive policy con- 
tracts. The man they want must 
be a good personal producer who 
can also organize his territory. The 
agency contract is extremely lib- 
eral and Home Office co-operation 


excellent. 


Your communication will be treated 


as confidential. 








SUGGESTIONS MADE — 
ON REDUCING LAPSES 


Comment by George F. Hollen- 
berg of the Union Central Life 
Home Office 


METHODS THAT ARE USED 


Most Difficult Problem Is to Get the 
Policyholder Over the Second 
Premium Payment 


George F. Hollenberg of the actuarial 
department of the Union Central Life 
is much interested in the conservation of 
business. He has given the subject 
much thought. He finds that the most 
difficult premium to collect is the sec- 
ond year item. Therefore, Mr. Hollen- 
berg feels it decidedly advantageous to 
keep in close touch with the assured 
during the first policy year. Anything 
that will tend to continue the enthusiasm 
created by the agent in the first instance 
should result in lowering the lapse rate 
on account of failure to pay the second 
annual premium. 


Would Pay Lesser First Commission 


Mr. Hollenberg says, therefore, it 
would be ideal if a commission arrange- 
ment could be put into practice that 
would result in the agent receiving a 
lesser amount of first year commissions 
and a greater compensation than now 
usually allowed for the second year pre- 
mium. He states that such an idea is 
almost impossible of realization. The 
next best step would be that the com- 
pany insists that in every possible in- 
stance, a personal interview be had with 
the delinquent policyholder, prior to the 
return of a renewal receipt for cancella- 
tion. The Union Central has used the 
blank which has been in use for a num- 
ber of years. Mr. Hollenberg said that 
it has been found very accurate, but in 
the case of this blank as well as any 
other some agents are inclined to be 
conventional in the answers to several 
questions. 

Tells About Methods Used 


Continuing, Mr. Hollenberg says: 

“After the renewal has reached us for 
cancellation a formal letter and inquiry 
as to the cause of lapse is mailed to the 
policyholder. In other instances indi- 
vidual consideration is given and an 
especial typewritten letter urging rein- 
statement is mailed. The use of the 
word ‘policy’ in the letters has been in- 
tentionally avoided because the reference 
to insurance as being ‘property’ and as 
being a valuable part of the individual’s 
estate has been very helpful. Such a 
presentation results in a more tangible 
realization of the value of the insurance 
than a simple reference to the insurance 
under the title of ‘policy.’ 

“Personally, I always like to refer to 
the insurance contracts as ‘estate bonds.’ 
Life insurance presented by the agent 
under the title of ‘estate bonds,’ I be- 
lieve, would be more attractive to the 
prospect. It is also a safe assertion that 
the owner would have a greater feeling 
of responsibility in an effort to prevent 
a bond being forfeited. I'am positive 
that the owner of a bond with an ulti- 
mate value of one thousand dollars or 
more would not allow it to get out of 
his possession for the lack of a tem- 
porary deposit averaging less than three 
percent of the value of the property. 
The word ‘policy’ in its real sense does 
not cover the value and importance of 
an insurance contract. 


Three Letters Are Sent 
“The methods just mentioned provide 











for at least three letters being sent to 


the policyhdlder. Although there may 
be a lack of cooperation on the part of 
some of the policyholders we have the 
satisfaction of impressing on the mind 
of the insured and the beneficiary that 
it is not due to any lack of service on 
the part of the company, if the insurance 
is not valid when death occurs. 

“One feature impressed upon me in 
regard to any system is the apparent 
reluctance on the part of most policy- 
holders to write letters. Therefore, any 
series of communications must be such 
as will require the least possible effort 
on the part of the insured to effect rein- 
statement. The privilege of using the 
informal health certificate blank within 
a certain period after lapse, thereby 
probably avoiding the expense and trou- 
ble of reexamination, has been of much 
assistance in our conservation work. 


Lack of Proper Approach 


“One hesitates to ascribe any laxity 
to the agency force and yet the many 
instances in which the first appeal from 
the home office results in a settlement, 
prompts the assumption that there is a 
lack of proper approach on the part of 
the agent in the effort to collect the re- 
newal premium. Yet it has been our 
frequent experience that the general 
agent perhaps has written five or six 
letters without receiving any response, 
but when an appeal from the home office 
reaches the holder, the latter takes the 
desired action. 

Have Own Contracts 


“The provisions of sub agents’ con- 
tracts are not known to our home office 
but our form of contract which has been 
in use for many years compels us to pay 
the agent the renewal commission on all 
business revived solely as the result of 
the home office’s direct correspondence 
with the delinquent policyholder. It 
would appear desirable that some con- 
tractual arrangement with the agents be 
made resulting in the company withhold- 
ing a certain portion of the renewal com- 
mission on all business _ reinstated 
through the direct effort of the home 
office. 


Cancellations Are Analyzed 


It is our practice to analyze the can- 
cellations on an agency basis. We can 
do so very readily as we use Hollerith 
cards in connection with the termination 
and revival of all our policies. Each 
mode of cancellation as well as each 
agency is given a statistical code num- 
ber. The analysis permits the following 
separation, and each general agent and 
manager is given a statement of the ex- 
perience in his particular office: 

1. First with premium 
note. 

2. Second or subsequent 
with premium note. 

3. Lapse first year quarterly or semi- 
annual premium. 

4. Lapse, non-payment first renewal 
premium. 

5. Lapse, non-payment second or sub- 
sequent renewal. 
> pse, non-payment 
premium. 

7. First year surrender for premium 
note. 

8. Surrender for premium note bind- 
ing receipt given. 

9. Second year surrender for premium 


year lapse 


year lapse 


interim term 


10. Total of items from 1 to 9, inclu- 


11. Purchase by company, no equity. 
12. Purchase by company with equity. 
13. Surrender for cash or credit. 
14. Lapse with extendéd insurance. 
15, Surrender for paid-up. 
16. Surrender for paid-up with cash 
paid-up feature. 

17. Total of items from 11 to 16, in- 
clusive. 

18. Surrender for new number. 

19. Surrender for new number, non- 
conversion. 

20. Expiry. 

21. Items 18, 19 and 20 combined. 

22. Death and disability. 

23. Maturity. 

24. Items 22 and 23 combined. 

25. Items 10, 17, 21 and 24 combined. 

Undelivered business is analyzed aS 
follows: 

1. Issued as applied for. 

Issued other than applied for. 





2 
3. Extra of optional. 
4. Total. 
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JUBILEE CONVENTION 
LINCOLN NATIONAL MEETING 


Leaders in the Producing Field Are 
Assembled This Week in the Colo- 
rado Mountains 


The twenty-first anniversary jubilee 
convention of the Lincoln National Life 
is being held this week in Colorado. A 
special train of day coaches carrying 
those who qualified from eastern points 
left Chicago at midnight Sept. 12, and 
was joined at Denver and Grand Island 


by coaches bearing the northwestern 
and southern representatives. The men 
from the far west reached Colurado 


Springs on Monday evening. 

Some agents are attending the 
convention. Invitations were extended 
to those who paid for $150,000 of busi- 
ness during’ the contest year and agents 
taking their wives were required to pro- 
duce $250,000 of paid for business. 

There will be very little business trans- 
acted, as practically all the time will be 
be given over to sightseeing and sports. 
On Monday the party was carried to 
the top of Pike’s Peak and through the 
Garden of the Gods in Colorado Springs 
with dinner at the Broadmoor Hotel. 
The remainder of the week is being 
spent ‘in the Rocky Mountain National 
Park with sightseeing trips each day. 

On Wednesday evening was held an 
informal banquet with Vice-President 
Walter T. Shepard acting as toastmaster. 
President Arthur F. Hall delivered the 
principal address, recounting the early 
experiences in the organization of the 
Lincoln National Life. Other talks were 


99% 


aww 


made by Joe Mills, representing the 
Estes Park Chamber of Commerce, and 
Assistant Superintendent of Agencies 





Verlin J. Harrold. 
The program in Estes Park also in- 


NEW YORK UNIVERSITY PLANS 


Schedule Day and Evening Sessions in 
Salesmanship—Columbia to Have 
Statistics Class 


NEW YORK, Sept. 15.—The fall 
term of the life insurance training course 
of New York University, which is de- 
signed not only for agents of short or 
long experience, but for managers who 
feel the need of methods to use in train- 
ing their own agents, will open Oct. 4. 
Day and night sessions will be held three 
times a week, on Mondays, Wednesdays 
and Thursdays. The day sessions will 
last from 1:20 to 6:10 p. m., and the 
night sessions from 4:00 to 9:30 p. m., 
with 50 minutes out for dinner. Ample 
time exists for soliciting. In fact, 
students are expected to write as much 
insurance while in school as they would 
if they spent their entire time can- 
vassing. The tuition fee is only $100 tor 
a course of 11 weeks. 


Have Course in Statistics 


announces that 
insurance statis- 
spring sessions 


Columbia University 
it will offer a course in 
tics at its winter and 
It will be given from 5:30 to 7:30 p. m. 
on Thursday evenings by Edwin W. 
Kopf. assistant statistician of the Metro- 
politan Life. At the spring session 
Columbia will offer a course in casualty 
insurance with G. F. Michelbacher and 
others as instructors. 


cludes a barbecue dinner on the banks 
of Lake Marys, a stunt night program 
and a ladies’ night program. Saturday 
will be spent at Grand Lake Lodge 
when Vice-President Shepard will award 
the sport trophies. 
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ANNOUNCE FALL TERM|TO HAVE TWO ROUTES: 
peer eee 


PLAN FOR COMMISSIONERS 





Official Trip to the Annual Convention | 
At Los Angeles Is Scheduled 
For November 


The annual meeting of the Insurance | 
Commissioners Convention will be held | 


at the Biltmore Hotel in Los Angeles, 

Nov. 15-19. There are two official | 

routes. Those taking the northern | 
| 


route will leave Chicago Nov. 4 at 10:35 
A. M. by the Burlington and the North- 
ern Pacific, arriving in Seattle at 7:00 
A. M. Sunday. They will leave Seattle 
that night arriving in Portland Monday 
morning. After spending the day in | 
Portland they will go to San Francisco | 
getting there Wednesday morning. 


Those taking the other route will 
leave Chicago by the Rock Island at 
10:00 A. M. Nov. 6 for Denver. They | 


will go by the Denver & Rio Grande | 
Western to Odgen where they will stay | 


over night, leaving the next morning | 
for San Francisco by the Southern 
Pacific. 


WIHll Ge to Yosemite 


The entire party will leave San Fran- 
cisco Thursday night of that week for 
Yosemite Valley, arriving there in the | 
afternoon on Friday. They will leave | 
there on Saturday, getting in to Los | 
Angeles Sunday morning Nov, 14. ‘After | 
the convention a number will go by the | 
Sante Fe to the Grand Canyon, getting | 
there Sunday morning and leaving in | 
time to reach Chicago on the morning | 
of Nov. 25. The headquarters in Chi- 
cago will be at the Congress Hotel. | 
Arrangements have been made to enter- 
tain the commissioners at Seattle, Port- 
land, San Francisco and Los Angeles. 
At San Francisco the headquarters will | 
be at the Palace Hotel. H. J. Brown | 


| FIDELITY H. & A. 


| ing 


| quarters 


| proof 
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COMPLETE NEW HOME 
eA IS OWNER 


Six-Story Office Building of Benton 
Harbor Company Is Ready for 
Occupancy 


BENTON HARBOR, MICH., Sept. 
15.—A new six-story home office build- 
has just been completed for the 
Fidelity Health & Accident here which 
to house a number of other insur- 
ance organizations as well as the head- 
of the company that erected 
The new edifice a modern, fire- 
structure of reinforced concrete, 
steel, brick and stone and it is located 
in the downtown section at the corner 
of Pipestone and Michigan streets. 

Will House Other Tenants 

Other insurance firms taking quarters 
in the building include: Prudential, Del- 
bert Osborn, manager; Aetna Life, 
Raymon B,. Platt; general insurance 
agency of Fritz & Bauschke; Continen- 
tal Casualty general agency, Melvin 
Decker. Leases have already been 
signed for suites with a number of 
other prominent business concerns and 
professional men and the local chamber 
of commerce and Y. M. C. A. quarters 
will be housed in the Fidelity building. 

Officers of the company who were its 
pioneer organizers forming the Work- 
ingmen’s Mutual Protective Association 
in 1903 which later, in 1913, became the 
Fidelity, are: E. C. Bowlby, president 
and general manager; E. C. Edmunds, 
A. R. Arford, secretary- 

The company business 
states and has shown a good 
growth within recent years, it is said. 
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If you are seeking a General Agency connection you will, no doubt, be interested in a contract with a 
Company which combines the advantages of SERVICE TO POLICYHOLDERS and PROFITS TO 
FIELD MEN; one offering PARTICIPATING and NON-PARTICIPATING POLICIES to the Public 
and a FULLY PARTICIPATING CONTRACT to its Agents. 


Y 


“THE 


Z V/A 


APPROACH” 


One in which 


extended to INCLUDE THE PRODUCER. 


The Central Life offers a wide range of policies, including Child's Educational, Mortgage Coverage, Low 


“THE PRESENTATION” 


Cost Preferred Risk and Double Protection Policies. 


SERVICE TO POLICYHOLDERS 


Dividend factors: 


While a stock company, its profits to stockholders are limited by its charter. 


policies provide for dividends after they are paid up—retro-active as to old policies. 


SERVICE TO AGENCY ORGANIZATION 


Practical cooperation from the Home Office, through proven methods; a free educational course to agents 


and comprehensive organization plans for General Agent. 


August record: 


In common with many other conservatively progressive companies, the Central Life offers a salable serv- 
ice to policyholders—a clean record, a wide range Of policies and excellent dividend factors. 
offers what is IRRESISTIBLE—a contract providing an OVERWRITING commission adequate to take 
care of the OVERHEAD—one which will enable the General Agent to attract and hold desirable men 


49% increase in new business over Corresponding month of last year. 


“THE CLOSE” 


and still operate UPON A PARTICIPATING BASIS. 


General Agency opportunities in Pennsylvania, Nebraska, Kansas, Northern California, Oregon, Mon- 


tana, Colorado, Utah and Florida. 
W. H. HINEBAUGH, Pres. 


W. ROLLA WILSON, 


Vice-President & Agency Director 


CENTRAL LIFE INSURANCE 


COMPANY OF ILLINOIS 


CHICAGO 


YY 
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Mortality 1924-1925, 30%. 
Interest earned, 5.8%. 
Ratio assets to liabilities, $1.12. 
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S. B. BRADFORD, Secy. 
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ECONOMIC VALUE OF 
HUMAN LIFE{COMPUTED 





Metropolitan Life Gives Results of 
Its Investigation Into 
Subject 


TAKES UP $5,000 MAN 





Finds His Maximum Worth Is $49,100, 
Reaching That Point When 
32 Years of Age 





The Metropolitan Life has been mak- 
ing investigations to compute the econo- 
mic value of a human life in several 
stages. For instance in June it pub- 
lished its conclusion as to a man earning 
at the peak of his capacity $2,500 a year. 
At the age of 18 his value estimated 
on the basis of the present worth of 
his net future earnings, was found to 
be $28,654. 

The Metropolitan now publishes its 
figures as to the value of a man in the 
$5,000 income class. It says that a 
particular interest attaches to this in- 
come group. Men in this category do 
not represent exceptional cases, says the 
Metropolitan, either as owners of large 
dividend yielding capital or as highly 
paid specialists in commercial or pro- 
fessional pursuits. They may be looked 
upon essentially as a group who have 
had better than average opportunities 
either through inborn aptitude or 
through schooling or through equivalent 
advantages to prepare themselves for 
efficient production. 


Differences Are Shown 


The Metropolitan finds that in the 
early age years, 18 to 25, there is not 
much difference between the two sche- 
dules. The $5,000 man may even dur- 
ing this period fall for a time below 
the $2,500 man, but his curve of earning, 
instead of flattening out and touching 
maximum at age 43 as in the case of 
the $2,500 man, continues to rise steadily 
until he reaches about age 50. The 
curve maintains a nearly constant level 
so long as he remains in employ. In 
the table that the Metropolitan fur- 
nishes, there is a moderate decline in 
earnings from about $5,000 at age 50 
to $4,000 at age 75. The Metropolitan 
Life says this is not to be interpreted 
as signifying a cut in salary of the el- 
derly man who is employed in a modern 
establishment of good standing. It is 
rather to be regarded as representing 
the effect upon the general average pro- 
duced by persons who for one reason or 
another drop out of employment tempor- 
arily at advanced age and then find it 
difficult to establish equally favorable 
connections elsewhere. 


Value Is Computed 


The Metropolitan finds that at age 18 
the value of the $5,000 man is $34,321; 
at age 30 it is $48,562 and at age 40 it 
is $45,670. The highest maximum value 
occurs at age 32, viz., $49,100. The 
Metropolitan states that by way of com- 
parison, it is interesting to note that the 
$2,500 man reaches his maximum value 
seven years earlier at the age of 25 years 
with a value of $31,900. Beyond age 
70 in the $5,000 class positive contribu- 
tions by way of earnings are more than 
swallowed up by the expenditures. The 
individual is still independent though 
no longer producing if he has put aside 
savings according to schedule. Con- 
cluding the Metropolitan says: 


Life Values Computed 


“Combining the material of the pres- 
ent and our preceding articles on the 
value of a man, we obtain now a glimpse 
of the great assets which the human 
capital of our population represents. 


PLANS FOR THE SCHOOL 


ROCKWELL HAS BUSY SEASON 





Will Take a Long Trip Through Canada 
to Give Brief Course in 
Sales Work 





Dr. Charles J. Rockwell will open his 
Chicago life insurance sales school Oct. 
4 and it will close Dec. 4. Dr. Rock- 
well has his office at 105 W. Monroe 
street, Chicago, that being his official 
headquarters. He styles his school the 
Rockwell School of Life Insurance. He 
closed last week his school that he has 
been conducting at Akron, O., and then 
went on to Atlantic City where he par- 
ticipates in the annual convention of the 
National Association of Life Under- 
writers. In Chicago the school sessions 
will be held during the forenoon. The 
tuition is $100. The location of the 
school has not yet been determined, but 
Dr. Rockwell states it will be conve- 
nient to the loop. 

The subjects will include these 
courses: Salesmanship preparation and 
prospecting methods; study of the policy 
and its various uses and benefits; human 
behavior and motives for buying; analy- 
sis of cases and formulation of programs; 
service of life insurance to the family, 
estate and business; practical life insur- 
ance salesmanship procedure. 


Names of Lecturers 


During the course, lectures will be 
given by Russell S. King, Chicago gen- 
eral agent Manhattan Life; S. D. 
Marquis, inspector of agents, Provident 
Mutual Life in Chicago; Roy L. Davis, 
educational director, Continental Assur- 
ance of Chicago; C. C. Whitehill of the 
New York Life in Chicago, and E. J. 
Montague, educational director of the 
Business Men’s Assurance of Kansas 
City. 

Following the close of the Chicago 
school, Dr. Rockwell under the auspices 
of the Life Underwriters Association of 
Canada, will conduct a series of sales 
schools at Toronto, Ottawa, Halifax, St. 
John, Montreal, Hamilton, London, 
Winnipeg, Edmonton and Vancouver. 
This will take him into February, and 
then he will go to Houston, Tex., to 
conduct a regular school, there. 








The average income, per gainfully em- 
ployed person, in the United States is 
under $2,000. Our computation for the 
value of a man earning $2,500 a year is 
therefore representative of those some- 
what above the average. If, for pur- 
poses of a rough estimate, we for a 
moment disregard this, and ascribe to 
each of the male inhabitants of our coun- 
try the value belonging to him, accord- 
ing to his age, in our computed schedule 
of values of a man at each age of life 
($2,500 basis) we find for the male popu- 
lation of the United States, an aggregate 
value of 1,144 billion dollars. 


Total Value Given 


“Unfortunately, we have no means of 
obtaining even a rough estimate of the 
economic value of the female population, 
since the housewife’s contribution to the 
conduct of human affairs cannot be 
measured in dollars and cents. But 
even if we estimate the value of women 
as economic producers at only one-half 
that of men, this makes the total value 
of our vital assets more than 1,500 bil- 
lion dollars. Our national wealth in 
ordinary material assets, in 1922, was 321 
billion dollars. The vital assets thus ex- 
ceed our ordinary material wealth about 
five-fold. These figures indicate how 
necessary it is to give due recognition 
to these enormous assets in our efforts 
to conserve life and health.” 


Richard G. Dixon, deputy insurance 
commissioner of Kentucky, was mar: 

on Sent. 12 at Frankfort, Kv., to Miss 
Ann Ireys, of Frankfort. The couple 


PLAN FOR CONVENTION 





LEADING AGENTS CALLED IN 





Continental Assurance of Chicago Will 
Hold Its Annual Gathering in 
Its Home City 





The Continental Assurance of Chicago 
will hold its agency convention at the 
Edgewater Beach Hotel in that city 
Sept. 30-Oct. 1. The general agents and 
managers will meet the morning of 
Sept. 30, with B. S. McClelland of 
Rockford, Ill., who is president of the 
Illinois Association of Life Underwriters 


presiding. The question for discussion 
will be “Finding and Developing 
Agents.” 


In the afternoon the $120,000 Club 
will meet with E. G. Adams, Wash- 
ington, D. C., presiding. The topic for 
the afternoon will be “Finding and De- 
veloping Prospects.” 


Lloyd Grant Will Preside 


On Friday morning Lloyd Grant of 
Chicago will speak on “The Continental 
Assurance, as I Know It.” Mr. Grant 
has been with the company for 15 years. 
Howard A. Archer of Paris, IIL, will 
speak on “Financial Strength of the 
Continental.” Robert M. Brown, ac- 
tuary will give a talk on “Underwrit- 
ing.” Arthur A. Butler, of the Chicago 
city office will speak on “Policy and 
Disability Benefits.” John Cronin of 
Cincinnati will speak on “Serving Clients’ 
Actual Needs.” Other talks will be 
given by Roy L. Davis, educational 
director at the home office and Dr. H. 
W. Dingman, medical director. 


To Discuss Disability 


At the afternoon session H. A. Glas- 
gow of Chicago will preside, the central 
theme being “Non-cancellable and 
Health and Accident Insurance.” W. 
E, Lord of Cincinnati will speak on 
“How to Secure Noncancellable Busi- 
ness.” Harry Burford of Los Angeles 
will talk on “Developing Health and 
Accident Business.” Lyle Stephenson 
of Kansas City, Mo., will speak on 
“Practical Advertising.” Allan Reager 
of Louisville will talk on “What Non- 
Cancellable Has Done for my Agency.” 
Sam Fleager of Chicago will give an 
“Analysis of the New Noncancellable 
Policy.” 

Banquet Program 


At the banquet in the evening L. L. 
Johnson, superintendent of agencies will 
preside. The new president of the $120,- 
000 Club, A. E. Johnson of" Louisville, 
will be presented as will the new vice- 
president, John D. Jackson of Canton, 

The speakers will be Judge Orbison, 
formerly of the Probate Court of Indian- 
apolis and C. M. Cartwright of THe 
NATIONAL UNDERWRITER. At the opening 
of the session Vice-President H. A. 
Behrens will give the welcome and 
give some facts regarding the policy of 
the company. 


Minnesota Mutual Rules 


The Minnesota Mutual Life has an- 
nounced new qualifications for its next 
general convention for agents. Any 
agent whose contract is dated subse- 
quent to Oct. 1, 1926, can qualify by 
paying for $75,000 of business on appli- 
cations dated on and after Oct. 1. A 
similar additional amount will qualify 
his wife. Any agent whose contract is 
dated subsequent to Jan. 1, 1927, can 
qualify by paying for $50,000 of business 
on applications dated on and after Jan. 
1. A similar additional amount will 
qualify his wife. Qualifications began 
July 1 and will end June 30, 1927, and 
all business must be paid for to the home 
office by August 15, 1927. Agents now 
with the company who began qualifying 
July 1 or later, are required to produce 
$100,000, under the company’s rules. The 
convention will be held in September, 





have gone to California on their honey- 





moon of six weeks. 


1927 in the state of 10,000 lakes. 


CONTINENTAL LIFE HAS 
ac. TAKEN OVER NON-CAN 


Chicago Running Mate Rear. 
ranges Handling of This 
Branch 


GOES TO LIFE COMPANy 





Change Is Made in This Branch of the 
Business by the Continental 
Casualty 


It is announced that the Continental 
Assurance of Chicago, the life insurance 
running mate of the Continental Cas- 
ualty, will take on the non-cancellable 
disability department as of Oct. 1. It 
will have a new series of policies, some 
of the outstanding features being as fol- 
lows: 

(1) Pays stipulated monthly indemnity 
for total disability with no limit. 

(2) Pays for partial disability inter- 
mittent with total disability without ad- 
ditional waiting period. 

(3) Pays 25 percent hospital benefit 
from first day for three months with no 
extra premium. For slight additional 
premium, benefit will be increased to 
100 percent during waiting period. — 

(4) Pays for limb losses from first 
day with no waiting period. 

(5) Pays pension for limb losses 
whether insured is incapacitated eco- 
nomically or not. | ee 

(6) Liberal operation fees paid in ad- 
dition to all other indemnities. vs 

(7) Written in occupational classifica- 
tion as low as special or Class “6.” __ 

(8) Limits—$500 per month time in- 
demnity and $25,000 accidental death 
benefit. 

Disability Clauses in Life Companies 


Ever since it started, non-cancellable 
disability insurance has been the subject 
of much study and discussion on part 
of underwriters. Some companies en- 
tered the field only to withdraw. The 
life companies have developed the total 
disability clause which is really non- 
cancellable insurance. Notwithstanding 
the almost universal issuance of the to- 
tal and permanent disability clauses by 
life companies, the accident and health 
companies have not felt an urge to take 
up non-cancellable disability. 

Undoubtedly the total and permanent 
disability clause has been used as a 
big selling point in supplementing regu- 
lar life insurance. A large amount o! 
advertising matter of life insurance com- 
panies is devoted to explaining the bene- 
fits provided by disability provisions. 
There is really but little difference be- 
tween the total and permanent disability 
clause in life insurance and non-cancel- 
lable disability policies issued in the reg- 
ular way by health and accident com- 
panies. 

Special Qualifications Needed 


The Continental Assurance says that 
special qualifications for handling this 
form of coverage are necessary as the 
following considerations will indicate: 
“4. In life insurance, the moral haz- 
ard is nat particularly important except, 
perhaps in the large or ‘jumbo’ policies. 
In the non-cancellable business, moral 
hazard cannot be disregarded with im- 
punity. 

“2. In life insurance, physical char- 
acteristics tending toward longevity, are 
important. Longevity in itself is not 
significant in non-cancellable underwrit- 
ing. Morbidity, or the probability of dis- 
ability is far more important. The 
overweight is looked on askance in life 
underwriting. He is usually welcome in 
disability underwriting. 7" 

“3. In life insurance, stability of in- 
come is uot an important consideration. 





In disability underwriting the possi- 
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bility of over-insurance makes it abso- 
jutely essential that the amount and 
source of the applicant’s income be care- 
fully scrutinized. 

“4, Life insurance is particularly demo- 
cratic as regards occupational classifica- 
tion. In disability underwriting, occu- 
pations are as rigidly defined as the 
Indian caste system. The so-called dis- 
ability provisions of life insurance are 
usually sold on a non-classified basis. 
Non-classified health and accident poli- 
cies are notoriously unprofitable in the 
disability business.” 

Features Mark Difference 


The Continental Casualty states that 
these features mark the difference be- 
tween the underwriting of total and per- 
manent disability clauses in life in- 
surance and non-cancellable disability 
insurance. This probably accounts for 
much of the hesitancy of the life com- 
panies to enter the non-cancellable dis- 
ability fields, according to the Conti- 
nental Assurance. Speaking further the 
Continental Assurance says: 

“But how to account for a similar 
hesitancy on the part of casualty com- 
panies? There is one major difference 
between the underwriting of the so- 
called cancellable accident and health 
policies and non-cancellable disability in- 
surance. Health and accident insurance 
at its best is one year term. The huge 
volume of health and accident insurance 
written has not given adequate experi- 
ence for non-cancellable because it de- 
pends on controlled experience—in other 
words, the experience of normal lives. 
By means of the cancellation privilege 
and the waiver and endorsement privi- 
lege, the companies writing cancellable 
health and accident insurance can, in 
an appreciable measure, control their 
claim experience. In underwriting the 
cancellable forms of health and acci- 
dent insurance, therefore, morbidity over 
a long span of years is not as important 
a factor as the proper interpretation 
of experience gathered and correlated 
over a long period of years. 


Has Had Mauch Experience 


“In underwriting non-cancellable dis- 
ability insurance, both morbidity over 
a period of years and past experience 
is necessary, because the company has 
no recourse to the cancellation or waiver 
privilege once a risk is on its books. 

“In light of the foregoing, it is not 
dificult to understand the reasons actu- 
ating this new move on the part of the 
Continental Assurance. First, its own 
history. Although it was one of the 
early companies to write a broad and 
liberal form of total disability benefits, 
it has never found it necessary to raise 
its rates for this benefit. Its under- 
writing of this coverage, therefore, has 
been fundamentally sound from the be- 
ginning. Since the management of the 
Continental Assurance and the Conti- 
nental Casualty is identical, 40 years 
of experience in writing health and ac- 
cident insurance and over seven years 
of experience in writing non-cancellable 
disability insurance, are at its disposal. 


McFall and Dingman in Charge 


D. W. McFall, assistant secretary of 
the Continental Casualty, has also been 
elected assistant secretary of the Conti- 
nental Assurance, and will, in conjunc- 
tion with Dr. H. W. Dingman, medical 
director of the two companies, assume 
responsibility for the underwriting of 
non-cancellable disability insurance for 
the Continental Assurance. Mr. McFall 
has been the chief underwriter for the 
Continental Casualty for almost 20 years, 
and needs no introduction to the acci- 
dent and health insurance fraternity, 
while Dr. Dingman is one of the best 
known of the younger medical directors 
because of his activities in disability re- 
search. 

The rates have been scientifically com- 
puted by the actuarial department of the 
Continental Assurance and the Conti- 
nental Casualty, ard in their combined 
judgment, are as low as is consistent 
with the measure of safety and security 
that Continental policies provide. 

The Continental Assurance says: 

The kinship between life insurance 





and non-cancellable disability insurance 
is, however, tremendously close, in so 
far as its service to the public is con- 
cerned. The field has long since recog- 
nized this fact in the sale of combina- 
tion programs. It is almost axiomatic 
that no life insurance program is com- 
plete without non-cancellable disability 
insurance. This new move, therefore, 
is welcomed by the Continental organ- 
ization as an epoch making advance in 
the company’s program for providing 
service which the public demands re- 
gardless of the difficulties encountered 
in making such service available.” 


SKILLED WORKMAN AT _ 
PHOENIX MUTUAL RALLY 
(CONTINUED FROM PAGE 1) 
tion in the Phoenix Mutual of President 
Welch and Vice-President Winslow 

Russell is a good one. 


History and Policies Given 


Mr. Welch discussed the policies and 
history of the company. He declared 
that it has, making a fair allowance for 
the fact that it has been the standard 
bearer in the more recent evolution in 
life insurance methods and has at times 
had to sail uncharted seas, every rea- 
son to be proud of its record? It is no 
longer in the fog of uncertainty but 
basks in the sunshine of success. Nin- 
teen years ago it had 1,700 agents strug- 
gling along under 46 leaders with no 
plan of campaign and all different, today 
it has 466 field men under 44 leaders 
writing twice as much business under 
the banner and with the goal of “The 
Skilled Workman.” 


$75,000,000 for Tith Year 


At the 1925 Bretton Woods conven- 
tion the program was offered as to new 
writings as follows: 


BODE ccccccvcnscnts coeessesccQeeneee 
BOBS nncccccccvcccccccccsce 65,000,000 
WGDE ccvccvcccccccesccesese 75,000,000 
WOBT ncccccccccvccccccccess 86,000,000 
BERS cccwocccccccccesessces 98,000,000 
BOD cccevecsveneceseseeees 112,000,000 
BGBD ccccccccccccscvccececs 125,000,000 


Mr. Welch announced amid cheers 
that for the year Sept. 1, 1925 to Sept. 
1, 1926, the new business had reached 
the goal of 75 millions for the 75th 
year, the exact amount being $75,- 
125,000. 

The honor of making the response to 
the president’s address fell to W. W. 
Williamson of Chicago, president of the 
field man’s association. He placed the 
president in a special chair out in front 
and then addressed him as “Mr. S. W. 
President” the “S. W.” standing for 
“Skilled Workman.” All through the 
convention the emphasis was placed on 
this term and a large banner in these 
words swung over the front of the 
stage. One of Mr. Williamson’s pat re- 
marks was “a skilled workman is not a 
man who works more—he is a man who 
works better.” “The 462 men I repre- 
sent,” he said in closing, “would like to 
develop in concentration—and we will 
do our darndest.” 


Leaders in Production 


The outstanding field leader of the 
Phoenix Mutual this year is Mark S. 
Friedland of the Uptown New York 
City branch who won three cups, the 
“Premium Leaders’ Cup” for 1926 pro- 
duction, the “Quota Smashers’ Cup” and 
the “1924 Colt Cup.” The other nine 
in the first ten premium leaders are, in 
their order: 

A. E. Leach, Providence, R. I. 

W. W. Williamson, Chicago. 

F. T. Huxley, Chicago. 

H. J. Reinmand, New York. 

R. F. Moody, Charlotte, N. C. 

A. R. Ferguson, Watertown, South 
Dakota. 

Lewis S. Welch, New Haven, Conn. 

L. M. B. Morrissey, Davenport, Ia. 

R. N, Stevenson, Los Angeles. 

The 1923 Colt cup was won by H. P. 
Willett of Boston and the 1925 Colt cup 
by C. A. Browning of Chicago. The 
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ANOTHER 


Life Underwriter Endorses the 


DALLWIG POLiIcy & COMMISSION RECORD 


A simplified loose leaf bookkeeping record de- 
signed for the busy life insurance salesman, 
saving much lost motion in that it combines six 
different records on one 11x14 ledger sheet. 


Ed. J. Faltysek says: 


“Our men are using the Dallwig Rec- 
ord and both Mr. Lininger and I use 
it for our personal production, It ts 
a quick ready reference on my desk 
on all essentials necessary to keeping 
a complete record of policies. We 
are certain it is not only a conven- 
ience to us but saves time in our 
Cashier’s Department.” 





ED. J. FALTYSEK 


of FALTYSEK & LININGER, 
CHICAGO, 


General Agents, Equitable Life 


Insurance Co. of lowe 


SPECIAL $1.00 TRIAL ORDER WILL CONVINCE YOU 





| 


7 
| 
' 


P. G. Dallwig, Exclusive Distributor, 
112 W. Adams St., Chicago, Illinois. 

Please send by return mail prepaid, in accordance with your special offer, 
15 DALLWIG Poticy axnp Commission RECORD sheets for which I en- 
close one dollar ($1.00). 

















5.34% 


is the percentage of interest being paid by this 
Company during 1926 on the proceeds of instal- 
ment and trust fund options. 


Other attractive features which are a part of 
the long list of Atlantic Advantages are: 

5% interest on dividends left on deposit 
Participating and non-participating 
Disability on term insurance 
Attractive income disability benefits 
Acceptance of sub-standard risks 

If you «re interested in a general agency in 
any of the foilowing states, let us hear from you 
today: 

Georgia Alabama 
Mississippi Texas 
West Virginia 


Atlantic Life 


In surance Company 
RICHMOND, VIRGINIA 
‘‘Honestly It’s the Best Policy’’ 
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second award on the quota smashers’ 


cup went to C. D. Yost of Des Moines. 
J. M. Holcombe, Jr., Introduced 


John M. Holcombe, Jr., who has be- 
come one of the outstanding figures in 
the life insurance world, was introduced 
as one who both for sentimental and 
business reasons is held in high regard 
in the Phoenix Mutual. Mr. Holcombe, 
after discussing the work of the Insur- 
ance Sales Research Bureau of which 
he is manager, and for the organization 
of which he gave much of the credit to 
Vice-President Russell, branched off into 
a rattling good address on salesmanship, 
the title of his address being “The 

“Skilled Workman—His Job.” — He lik- 
ened the building. of the career of the 
agent to the structure of a building. He 
said that 30,000 life insurance agents 
leave the business each year. He gave 
many illustrations and practical observa- 
tions showing that the agent must have 
confidence and faith in the business, his 
company and himself. The agent he 
said, who is the loudest talker of these 
beliefs usually has them the least. In 





“This Is 
My Busy Day” 


HE “‘this is my busy day”’ sign 

has turned away too many agents 
having good intentions but who were 
lacking in real determined effort. 


7 'HE chances are nine out of ten 


that a busy man will either hear 
you or set a date for an appointment. 


It is a whole lot 


possible turn-down with the promise 
of an interview later, than to ‘‘walk 
right in, turn around, and walk 
right out again,”’ 
the whole responsibility on your 


prospect's family. 








The 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 


the life insurance business there is but 
one limit—oneself. Not to talk ceme- 
teries, sickness, hearses, etc., but good 
homes, cheerfulness, contented old age 
is obviously the proper course. He said, 
too, that too many agents are endeavor- 
ing to paint the lily, the life insurance 
story is so simple and clear agents often 
cover it up. What does life insurance 
do—tell it simply and naturally and let 
the truth stand out. 


Cooperation With Trust Companies 


“How the Skilled Workman May Co- 
operate with Trust Companies in Con- 
serving Estates” was led by Mr. Yost 
of the home office with T. L. Landress 
of Chattanooga, G. C. Summy, Okla- 
homa City, J. M. Brown, Winton-Salem 
and F. B. Miller, St. Louis, as speakers. 

The convention held evening ses- 
sions and left the afternoons open for 
golf and other sports. The program 
was consistently followed, and the ef- 
ficiency and forehandedness which char- 
acterized the Phoenix Mutual in every- 
thing it does were in evidence. Speak- 
ers of unusual prominence and distinc- 


better to risk a 


and thus throw 


Prudential 


tion were onatien 6 among them Col. 
Raymond Robins, who spoke at the ban- 
quet Tuesday night, and Bruce Barton 
author of “The Man Nobody Knows,’ 
who opened the Wednesday morning 
session. At the Tuesday session were 
announced increases in disability and 
double indemnity limits in certain classes 
of risk and under certain restrictions, 
these being donubled, and also a new 
maximum limit to $300,000 where rein- 
surance can be secured. The amount 
the company will write on a single life 
now is $200,000. The company is also 
understood to have practically com- 
pleted an important new policy, which 
will be announced later. 

The banquet Tuesday was a splendid 
affair, with President Welch as toast- 
master. The singing and other enter- 
tainment were provided from within 
the company’s own ranks. President 
Welch gave a most interesti-~ sketch, 
touching the high lights of the com- 
pany’s 75 years. The evening closed 
with a remarkable address by Col. 
Robins on “Leadership.” 

The presentation speech of Manager 
Ed. J. Brown of Boston to Manager 
George S. Ellis of Portland, Me., who 
was given by the field force a Graflex 
camera in appreciation of the many pic- 
tures he has taken in past years at con- 
ventions, was a scream. It closed the 
Monday morning session in a gale of 
merriment. 


MEMPHIS GETS NEXT 
ANNUAL CONVENTION 


(CONTINUED FROM PAGE 1) 


York City, and George E. Lackey, Mas- 
sachusetts Mutual, Oklahoma City. 

The meeting of the National executive 
committee with Chairman John W. 
Clegg in charge consumed all of Tues- 
day. On Tuesday evening the presi- 
dent’s reception was held on the steel 
pier. This, held for the first time this 
year, consisted of a musical program, 
the presentation of a one-act play, an 
informal reception of President and Mrs. 
Jones and the national officers, con- 
cluded with dancing. 


Play Was Presented 


The one-act play, entitled “The Roof 
Check,” was written by William A. 
Searle, assistant to the president of the 
National association, and was given by 
a group of home office employes of the 
Penn Mutual. On Wednesday afternoon 
a golf tournament at the Northfield 
Country Club was held. There were 18 
holes of medal played on a handicap 
basis with prizes for the low gross, low 
nets and runners-up. 


Speakers at Banquet 


When the program was distributed on 
Tuesday the speakers for the banquet 
on Thursday evening were made known 
for the first time. President Frank L. 
Jones will preside as toastmaster with 
Paul F. Clark of the John Hancock at 
Boston as master of ceremonies. Albert 
B. Kelly, president of the Philadelphia 
association, will award the golf tourna- 
ment prizes and the president-elect in- 
troduced. Meredith Nicholson, the fa- 
mous Indiana novelist, will speak on 
“Changing - America.” Tigert, 
United States commissioner of educa- 
tion, will speak on “The Parents of 
Progress,” and Clarence Sweeney will 
have as his subject, “The Haunted 
House.” 


Held Agency Conventions 


Three companies, the Union Central, 
Guardian of New York and Fidelity Mu- 
tual held their annual agency conven- 
tion here on Monday and Tuesday of 
this week. All three were big affairs 
and undoubtedly increased the attend- 
ance at the National association meet- 
ing, as most of those remained over for 
the big meeting after their company 
conventions had closed. There were 500 
at the Union Central convention, 300 at 
the Fidelity Mutual and 200 at the Guar- 
dian’s gathering. 

What has every appearance of being 
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tional Association of Life Underwriters 
got started Wednesday morning after 
two days of preliminary and preparatory 
conferences. The convention will con- 
tinue through Friday and during the 
three days that it is in progress there 
will be something doing every morning, 
afternoon and evening. The speakers 
will develop the general theme, “Rais- 
ing the Standards of Life Through Life 
Insurance.” Residents in 35 different 
cities in the United States and Canada 
are taking part in the formal speaking 
program. In addition, there will be a 
congressman, a vice-president of a na- 
tionally connected banking institution 
four educators, two life company presi- 
dents and two company vice-presidents. 


Where Sessions Are Held 


The business sessions are being held 
in the music hall of the big steel pier 
in Atlantic City. It is a unique spot. 
The convention hall is at the ocean end 
of the pier about a quarter of a mile out 
from the beach. The big hall is planked 
on all sides with full length windows 
which pour daylight into every part of 
the auditorium. Sound amplifiers are be- 
ing used to carry the speakers’ voices to 
every corner of the hall. 

President Frank L. Jones of the Na- 
tional association and A. L. Petty, presi- 
dent of the Life Underwriters Associa- 
tion of Canada, were on the platforny 
when the gathering commenced with 
the auditorium about one-fourth filled. 
Z. C. Wagner of Connecticut Mutual at 
Philadelphia got things started by lead- 
ing the congregational singing. Presi- 
dent Jones announced the gathering as 
the third international convention and 
the thirty-seventh annual conclave of 
the National association in this country. 


Welcomes Are Given 


Dr. Robert A. Ellwood of the Board- 
walk Church of Atlantic City gave the 
invocation and welcoming addresses 
were extended by A. B. Kelley, presi- 
dent of the Philadelphia association, and 
Miss Sara L. Miller, president of the 
Atlantic City association, who, by the 
way, is the first woman to serve at 
president of a local association. 

In opening the convention President 
Jones laid emphasis on the fact that the 
movement has become international in 
its scope. He said that life insurance is 
not confined to an individual or nation 
but that it is the great constructive 
peace making force in the entire world 
dealing as it does with social and eco- 
nomic facts that have to do with the 
constructive forces of life. He intro- 
duced Mr. Petty and explained that the 
Canadian association head would preside 
at two of the coming sessions. 


President Petty Speaks 


Mr. Petty said that the Canadian and 
United States associaciations could make 
the degree of Chartered Life Under- 
writer” known throughout the world. It 
has been used in Canada for the past 
two years and has been instrumental in 
considerably raising the agency stand- 
ard. Mr. Petty said that it is the hope 
of Canadian association meetings that a 
fellowship of life underwriters to extend 
throughout the English speaking world 
may be organized. 

At the executive committee meeting 
on Tuesday the advisability of extend- 
ing the scope of the association to in- 
clude the British Isles and even South 
Africa was discussed, so that it is evi- 
dent that the work of the National asso- 
ciation is in the future to be extended 
beyond the borders of the United States. 
One of the most outstanding company 
officials in the United States, Darwin P. 
Kingsley, president of the New York 
Life, was the first scheduled speaker, 
with his talk on “Life Insurance and 
Social Progress.” Mr. Kingsley is a 
scholar and has studied every phase of 
life insurance and made a deep impres- 
sion with his well rounded and compre- 
hensive treatment of the subject. 

At the conclusion of President Kings- 
ley’s remarkable address, W. Stanley 
Hawkins, of Rochester, was called to 





a record breaking meeting of the Na- 


the platform by President Jones and in 
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his own enthusiastic manner led the 
company im several rousing songs. 
Barnes Was Introduced 


Co-Chairman A. L. Petty of Canada 
then introduced Julius H. Barnes, presi- 
dent oi the Barnes-Ames Company, New 
York, and past president of the United 
States Chamber of Commerce, who de- 
livered an analytic talk on “Life Insur- 
ance and economic progress.” Life in- 
surance, he said, is not only an effect 
but one of the most importnat causes of 
our great prosperity. Saying that fears 
for the future are ridiculous, Mr. Barnes 
declared that we possess every essential 
for success beyond anything ever before 
known. 

Dr. 8S. D. Chown Spoke 


Dr. S. D. Chown, formerly for 15 
years general superintendent of the 
Methodist church in Canada, occupied 
the place on the program previously as- 
signed to William R. Riddell, justice of 
the supreme court of Ontario, Canada. 
Dr. Chown is now speaking on inter- 
national relationships in both the United 
States and Canada and is in very much 
demand. He is the father of Eric E. 
Chown, general secretary of the Life 
Underwriters Association of Canada. He 
discussed the major problems affecting 
both the United States and Canada, ex- 
pressing the belief that the two coun- 
tries will always co-operate in the 
handling of issues effecting both. 

Charles G. Taylor, the associate man- 
ager of the Life Presidents Association 
and Claris Adams, secretary of the 
American Life Convention, were next 
introduced as special guests and spoke 
briefly before adjournment. 


Loeal Association Work 


On Wednesday afternoon there was 
a session devoted to a consideration of 
ways and means of more effectively con- 
ducting a local association meeting with 
J. S. Williams, executive secretary of 
the Cleveland association, in charge as 
chairman. The All-Star Producers ses- 
sion took place on Wednesday evening. 
There will be meetings on Thursday 
morning and afternoon and the gather- 
ing will conclude Friday morning. 


MORTALITY FIGURES GIVEN 


Dennis of Prudential Shows Experience 
of Those Being Paid Under 
Disability Clause 


Some interesting figures on the mor- 
tality of policyholders to whom benefits 
were being paid under the total and per- 
manent disability clause were presented 
by William A. Dennis, supervisor of 
claims for the Prudential, in his address 
before the International Claim Associa- 
tion at its annual meeting at Swamp- 
scott last week. His figures showed that 
in 1920, 55 percent of those receiving 
such benefits from his company died; in 
1921, 47 percent; 1922, 45 percent; 1923, 
40 percent; 1924, 30 percent; 1925, 16 
percent. 

Recoveries among disability claimants 
were listed as follows: 1920, 13; 1921, 
13; 1922, 10; 1923, 8; 1924, 7; 1925, 2. 

The .principal causes of disability 
among Prudential policyholders were: 
luberculosis, 36 percent; insanity, 22 
percent; paralysis, 10 percent: nervous 
diseases, 5 percent; accidents, 4 percent. 


Samuel Straus Dies 


The Cincinnati life underwriting fra- 
ternity lost one of its valued and re- 
spected members when Samuel Straus 
died in Michigan recently. He was 74 
years old, and has been for the past 20 
years a representative of the Northwest- 
ern Mutual associated with the Millard 
W. Mack agency. He had been in fail- 
ing health for some months. His pro- 
duction during his life insurance experi- 
ence has averaged over $1,000,000 per 
year. He was widely known also in 
philanthropic circles, his chief interest 
being in the Jewish Hospital, of which 
ne was president. He is survived by 
two daughters. . 





LIFE INSURANCE EDITION 


HOME OFFICE VIEW OF 
ACCIDENT PRODUCTION 


Agency Assistant Keith of the 
Aetna Life Shows Advan- 
tages to Life Men 


———2 


FULL PROGRAM NEEDED 


— 


Says in Case of New Men Solicitation 
of This Line Leads Into 
Business. 


The subject of accident and health in- 
surance from the standpoint of the home 
office was discussed at the general 
agents’ conference of the Aetna Life by 
T. A. Keith, agency assistant at the 
home office. Mr. Keith said in part: 

“To properly handle accident and 
health insurance as a major line, and 
correlate it with life insurance, it is ob- 
viously necessary that each general 
agent and field supervisor become as 
| proficient in his knowledge of the sub- 
ject as life insurance. There are two 
outstanding reasons for equipping life 
general agencies to write accident and 
health insurance. 

“First, there are wonderful possibil- 
ities for this business from the life or- 
ganization. In other words, the com- 
pany wants the business. 

“Second—To equip life general agen- 
cies with a complete set of tools for 
agency development. 


Great Strides Are Made 


“During the past twenty years, acci- 
dent and health insurance has made 


great strides. The reason for this is 
that an individual’s insurance program is 
not complete until it is included. The 


insuring public is reflecting seriously on 
the possibility of injury or illness and 
its effect on the family income and ob- 
ligations. 

“Life, and accident and health insur- 
ance are so closely related that they go 
hand in hand. The idea that they are 
competing lines is a mistake due to a 
lack of understanding of what accident 
and health insurance is and does. 


Tendency of the Times 


“There is a tendency for life com- 
panies to get more and more into the 
accident and health business, not only 
through commercial departments, but in 
the form of disability benefits, double in- 
demnity, etc. Life men must learn the 
accident business, and use it in working 
out programs for complete personal cov- 
erage, or be left behind. 

“This company had accident insur- 
ance in its commercial forms as well as 
disability provisions in life contracts. It 
was a perfectly logical step to equip 
your agencies for commercial business 
and through your organizations, secure 
a large volume of that business. In 
equipping you with accident and health 
insurance, the company has placed you 
in the unique position to supply your 
men with all a first class life company 
can give and all a first class accident 
company can give. 


Peddler Fallen in Background 


“Life insurance and income insurance 
are both economic necessities. Your 
older men should know that during re- 
cent years, the peddler of life insurance 
has fallen in the background. His place 
has been taken by the insurance adviser 
who works out a proper insuring pro- 
gram. Needs are analyzed, and cover- 
age prescribed to fit the needs within 
the prospect’s ability to pay. A program 
is not complete until accident or acci- 
dent and health insurance has been in- 
cluded. 








“Life insurance men are not fulfilling 




















OPENINGS AT 


Eureka, Calif. 
Fresno, Calif. 
Santa Barbara, Calif. 
Fort Wayne, Ind. 
Indianapolis, Ind. 
South Bend, Ind. 
Springfield, Ind. 
Terre Haute, Ind. 
Burlington, Iowa 
Pueblo, Colo. 
Denver, Colo. 
Grand Rapids, Mich. 
Cincinnati, Ohio 
Columbus, Ohio 
Dayton, Ohio 
Springfield, Ohio 
nid, Okla. 
Amarillo, Texas 
El Paso, Texas 
Cheyenne, Wyo. 
Richmond, Va. 
Roanoke, Va. 
Wenatchee, Wash. 











‘‘Underwriters— 


Notice’’ 


“POOR RICHARD” said— 
“All that glitters is not gold.” 


Promises and Percentages may be made 
to “glitter"°—BUT 


The real gold that an Agency contract 
puts into your pants pocket is the real 
measure of that contract. 


DURING RECENT YEARS 
THE RENEWAL INCOME 
PAID MINNESOTA MUTUAL 
AGENTS AVERAGED AP- 
PROXIMATELY— 


1. For Agencies less than five years old 


$3,500. 


2. For Agencies up to seven years old 


3. For ‘Agencies over ten years old 
$25,000. 
REMEMBER THAT'S JUST 
RENEWALSIIII! 


These men know how real gold 
glitters—and they know it paid 
them to get and keep an Agency 
contract that is right. 


For one like it write 


THE MINNESOTA MUTUAL LIFE 


INSURANCE COMPANY 


ST. PAUL, MINNESOTA 
Now a $125,000,000 company 
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You Can Double Your 
Production 


LITTLE ROCK, ARK. 


ST. LOUIS, MO. 
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The theory that direct mail advertising cannot help life 
insurance men in the writing of business has been exploded. 


The experience of a number of large life insurance com- 
panies using direct mail advertising conclusively proves 
that carefully planned direct mail advertising makes it 
possible for the field force to double their productions. 


Our direct mail co-operation is only one feature of our 
service to our agents. 


The National Savings Life has openings in Kansas, Illinois, 
Missouri, Arkansas, and Texas for live producers. It will 
pay you to discuss this matter with us. 


NATIONAL SAVING 


JL il I 1e> 
INSURANGE GOMPANY 


HOME OFFICE 
WICHITA, KANSAS 


Branch Offices ST. JOSEPH, MO. 
DALLAS, TEXAS 
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the full measure of service or taking ad- 
vantage of their opportunities until they 
provide insurance buyers of their com- 
munities with the rounded out line of 
insurance which will protect them from 
every angle. This rounded out line of 
insurance has not only placed your men 
in the position of having complete cov- 
erage facilities, but placed them in the 
position to render this service where ex- 
clusive life agents have failed to do so. 
It increases the possibility to turn what 
might be unprofitable calls into cash, 
and opens a field for future life business 
because it enables the agent to share a 
life policyholder with an agent who 
writes life insurance only. At the same 
time, they can shut the door against 
such competition. Also, it is much bet- 
ter that your agents place their accident 
and health business with you than to 
establish close relations with other com- 
panies. 


Business Seems Bewildering 


“As a new agent begins the study of 
life insurance, he becomes impressed 
with the long task ahead of him. He 
realizes that there are 57 varieties or 
needs for life insurance such as inheri- 
tance tax, unpaid debts, monthly income 
for the wife, education of the children, 
etc. He must not only learn these needs, 
and apply them, but do so in competi- 
tion with more experienced men with 
other companies. The task looks diffi- 
cult and the income uncertain, so he is 
apt to become discouraged. 


Quick Way to Make Sales 


“Accident and health insurance offers 
a remedy for this. Unlike life insur- 
ance, there is only one need to cover— 
income. It is easily learned, easily ap- 
plied, and easily sold. It furnishes a 
quick way to make sales, gives the new 
agent confidence in his ability to sell in- 
surance, enables him to establish him- 
self as an insurance adviser with his 
new policyholder, and with the informa- 
tion gained in writing the accident and 
health application, he has sufficient in- 
formation for a definite life insurance 
proposal. In other words, by starting a 
new man on accident and health insur- 
ance, you furnish him with a meal tic- 
ket and an excellent bird dog for life in- 
surance sales. He will then be better 
satisfied to stay in the business and 
make the necessary study of life insur- 
ance.” 


COMMENTS ON HEALTH STATUS 





Metropolitan Life Found a Decided 
Drop in the Mortality Rate in 
July Experience 





The Metropolitan Life in commenting 
on the health situation in the industrial 
population in July found a death rate of 
&.2 per 1,000, a decided drop from the 
June figure 9.5. The most decided de- 
cline marking the advent of the mid- 
summer season concerned influenza, 
pneumonia and measles, but appreciable 
drops were also recorded in the mortal- 
ity for tuberculosis and the degenerative 
diseases. The general death rate for 
the large cities in July was 10.5 per 
1,000. The coming of the season of 
the year when typhoid fever invariably 
becomes more prevalent has_ been 
marked by increases in several states, no- 
tably in North Carolina and Oklahoma. 


Need Safety Education 


The Metropolitan Life, in a bulletin 
entitled “The Traffic Problem,” states 
that education of drivers and pedes- 
trians in habits of safety is necessary 
if the alarming number of automobile 
accidents is to be reduced. The conclu- 
sion is reached because of the fact that 
the study reveals that an average of 65 
percent of all motor accidents happen 
under the most favorable driving con- 
ditions possible and could be blamed on 
nothing but carelessness or deliberate 
disregard of traffic rules. In recent years 
out of 91,000 persons killed in accidents 
in automobiles, 12,000 were Metropolitan 
Life policyholders. 





FAVORABLE COMMENT | 
ON MANLY’S ADDRESS 





Many Company Officials Say 
Speed of Going Has Been 
Too Fast 





NOW WANT HALT CALLED 


Say That Too Many Extraneous Fea- 
tures Have Been Injected Into 
Life Insurance Business 





The address of President Frank P. 
Manly of the Indianapolis Life before 
the American Life Convention at De- 
troit has attracted wide attention be- 
cause Mr. Manly seemingly has been 
the first official to come out so boldly 
in sounding a warning against possibly 
dangerous tendencies at this time. 

There are other straws in the current 


that are as equally indicative of a change 
in heart as found in the expressions of 
Mr. Manly. For instance President R. 
W. Stevens of the Illinois Life in ad- 
dressing his own agents the other day 
was emphatic in declaring that the injec- 
tion of health and accident factors into 
the life insurance policies has been 4 
mistake and is destined to bring many 
complications to the business. Mr. 
Stevens did not mince words in saying 
that his company was opposed to the 
competitive features that have been 
forced into policies largely from the 
selling standpoint because he felt that 
the reputation of life insurance would 
be greatly impaired. 


Northwestern Mutual’s Position 


The Northwestern Mutual Life 
“Credo,” so to speak, published as a 
page advertisement in the American Life 
Edition of THe NationaL UNDERWRITER, 
puts in a very succinct but forceful 
manner the policy of that company 
as to some of the latter day provisions 
in life insurance. The Northwestern 
Mutual Life is one of the companies 
that has stood very firmly for simon 
pure life insurance without fringes. In 
this advertisement it comes out very 
strongly against non-medical business 
stating that to require medical examina- 
tion on part of some policyholders and 
not of others without segregation, vio- 
lates the theory of mutuality and hence 
the Northwestern does not and will not 
do a non-medical business. 


Attacks Disability Features 


It also equally firmly attacks health 
and accident features, stating that these 
being written at less than self support- 
ing rates result in discrimination. It 
brings out the point that the cost of 
the disability provisions is still unknown. 

Furthermore, the Northwestern de- 
clares that they inject much uncertainty 
in the business. Again it throws a gren- 
ade into wholesale and mass selling of 
life insurance, represented by group and 
salary deduction plans, stating that they 
can but impair the efficiency of agents 
and may eliminate them altogether, thus- 
destroying the service that can only be 
obtained from personal negotiation with 
a competent and responsible agent. 


President Low’s Views 


President Ethelbert I. Low of the 
Home Life of New York, who repre- 
sented the Association of Life Insurance 
Presidents at the American Life Con- 
vention meeting did not hesitate to com- 
mend very highly President Manly’s 
paper. In speaking before the meeting 
he stated that it was very timely and 
he desired to express his approbation. 

It was evident that Mr. Manly struck 
a responsive chord. Many of the offi- 
cials who are not reactionary have been 
forced to introduce so-called modern 





features into life insurance because of 
competitive conditions. Many of these 
officials expressed themselves, after 
hearing Mr. Manly’s paper, to the effect 
that they would be very glad to be rid 
of the disability provisions other than 
a mere waiving of premium in case 
of total and permanent disability. 


Will Cause Friction 


It seems to be the conclusion of many 
officials that almost all companies now 
have claims presented under the dis- 
ability clause that are destined to create 
friction and disappointment. They take 
the position that life insurance has been 
singularly free from contest over claims 
unless there was flagrant fraud. Dis- 
ability claims naturally will bring adjust- 
ment problems into home offices and 
bring a breach between the companies 
and some of its policyholders. Accident 
companies have gone through this ex- 
perience and realize all that it means. 
The question arises as to whether there 
will be a halt called on any further so- 
called liberalization of life insurance 
policies. This week, one of the promi- 
nent officials of one of the older eastern 
companies made this statement: 


Comment by Official 


“T feel that President Manly has con- 
tributed much to the business by his 
address. We needed someone to speak 
from the watch tower. We have all 
recognized Mr. Manly as one of the con- 
servative men in life insurance. Many 
of us have not been in favor of extend- 
ing the total and permanent disability 
clause until now we have gotten to the 
point where we are paying for tempor- 
ary disability.. My own company has a 
number of claims presented that we 
have had to deny because they did not 
come within the scope of the clause. 
We find that notwithstanding all that 
our agents try to do in explaining the 
clause there is much misunderstanding. 
Many people feel they have full cover- 
age accident and health insurance. They 
are peeved when their claims are turned 
down. 

Pay to Avoid Friction 


“In border line cases the policy is to 
pay rather than to create friction. In 
double indemnity we are confronted 
with a number of doubtful cases. I am 
sure that the companies are paying some 
of these when they feel in their hearts 
they are not liable. They do not want 
to encounter a contest. 

“In my opinion the present situation 
has been brought upon us _ largely 
through inordinate strife for volume and 
premium income. The vanity of some 
officials has puffed them up beyond 
recognition. We are resorting to all 
sorts of stimulants and artificial devices 
to bring in business. We are using the 
lash on agents and goading them to 
production beyond the natural point. 
This is manifesting itself in various 
plans that are devised to bring in still 
more business. 


Disability Rates 


“I do not believe that there is any 
official or group of officials in this coun- 
try that can say that rates we are charg- 
ing for total and permanent disability in- 
surance are adequate. I doubt very 
much whether the rates that my own 
company is using are sufficient. I think 
we are headed for a lot of trouble in 
the future on this score. My own com- 
pany now has a number of cases that 
are on the total and permanent dis- 
ability list and we are paying out quite 
an aggregate sum every month. This 
is going to increase. While former In- 
surance Commissioner W. Stanley Smith 
of Wisconsin was a fanatic in many re- 
spects it seems to me that he had the 
right slant when he declared that the 
life companies are poaching on the pri- 
vate preserves of accident and health in- 
surance in their present day total and 
permanent disability clauses. 


Salary Deduction Plan 


“IT noticed recently in an address by 
one of the actuaries of the Equitable 
Life of Iowa that he gave that com- 
pany’s experience on so-called salary de- 
duction insurance. He stated that it had 





TELLS ABOUT POLICY OF 
THE LOAN DEPARTMENT 


Vice-President J. H. Brewster of 
the Aetna Life Addresses 
the Managers 





SPEAKS ON INVESTMENTS 


City Mortgages Are Now Being Bought 
and Are Counted Attractive for 
Life Companies 





The subject of life insurance com- 
pany investments was taken up by Vice- 
President J. H. Brewster, Jr., at the 
third annual general agents’ conference 
of the Aetna Life at Hot Springs, Va, 
Mr. Brewster, in addition to being the 
investment office of the Aetna Life, i§ 
also vice-president in charge of the in- 
vestment finances of the Aetna Casualty 


& Surety and the Automobile Insurance 
Company, both units of the Aetna affil- 
iated company. 

In discussing investments, Mr. Brew- 
ster said that he thought it would be 
more clearly understood if it were clas- 
sified under two heads; first, real estate 
mortgage loans; second, investment se- 
curities, meaning stocks and bonds. 


Policy as to Loans 


“We have applications for mortgage 
loans from Portland, Me., to Portland, 
Ore., and our agents no doubt feel that 
their efforts would be materially fortified 
if we lent money on real estate in each 
of their respective communities,” he con- 
tinued. “Instance after instance has 
been cited to us of the activities of other 
companies in this field, in particular, the 
activities of the New York companies. 
It is appropriate, therefore, to explain 
what our policy has been in the past, and 
the reasons therefore, and what our 
policy is now, and the reasons therefore. 
While agents are anxious to have us 
make loans in their localities, other com- 
panies who have done this inform us 
that their experience indicates little or 
no benefit to the agents. 


Loaned on Farms 


“In the past our company was one of 
the first to loan money on a large scale 
on farm mortgages. We loaned money 
over the middle western agricultural sec- 
tion in large volume, at reasonable rates, 
on good security. In practice our loans 
were restricted to 40 percent of the ap- 
praised value of the land, buildings not 
being taken into consideration. Our ex- 
perience was so satisfactory and rates so 
attractive, there was no inducement to 
enter the city real estate field to any 
degree. These loans were placed and 
serviced through agencies designated 
by us. . : 

“Eventually a speculation in land raised 








been most disappointing. He called at- 
tention to the high lapse ratio and the 
lack of personal service that agents give 
to their own clients. He felt that this 
mass insurance was bringing into the 
business of more conservative com- 
panies, elements that are not conducive 
to the best results. I am beginning to 
think that this is the case. 

“We all need to get our feet on the 
ground and to think a bit about what 
all these innovations will mean for the 
future of life insurance. It seems to me 
that we have been bringing into life 
insurance too many features that will 
act as a boomerang and will tend to 1m- 
pair the fine prestige that it has enjoyed 
during the last 20 or 25 years. It has 
taken life insurance many years to build 
up an enviable reputation. If we have 
been going too strong and too speedily, 
let us put on the brakes, stop and por- 
der.” 
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prices materially, culminating with the 
years 1919 and 1920. Other life insur- 
ance companies, and the federal land 
banks came in competition with us, rates 
declined, appraisals were inflated, and 
the field as a result is not as attractive 
as formerly. The present return runs 
from 5 to 5% percent, and that is not 
net. 
Consider City Property Loans 


“We are now considering extending 
our loans to improved city real estate 
in certain approved sections. Progress 
must be slow as difficulties are numer- 
ous and expense considerable. At this 
point let me remind you that New York 
companies are permitted under the law 
to loan 60 percent of the appraised value 
of the property. Under Connecticut 
laws we are permitted to loan only 50 
percent of the appraised value. This is 
a restriction which operates somewhat 
to our disadvantage in competition with 
other companies. I will point out an- 
other formidable difficulty. Should we, 
for instance, loan $10,000,000 in one city 
where our investments could be watched 
so that the collections could be promptly 
made, that property insurance be pro- 
vided for, and that proper repairs be 
made where necessary, and at the same 
time maintain a rate of 5%, the service 
charge would cost us roughly % of 1 
percent. That is, the net return would 
be, we may say, 5% percent. 


Not Particularly Attractive 


But there are not many cases» where 
one can loan $10,000,000 on satisfactory 
appraisals and with satisfactory distri- 
bution as to localities all at once. Sup- 
pose we should spread this same $10,- 
000,000 through 20 different cities, the 
service charge would at once be immeas- 
urably increased, probably running to 
3% of 1 percent, a return on the invest- 
ment perhaps of 434 percent. This is not 
particularly attractive. In spite of the 
difficulties and obstacles in a matter 
which no doubt seems comparatively 
simple, our policy is to broaden our real 
estate loan field to include loans on im- 
proved city real estate, limiting our- 
selves, checking ourselves, and applying 
every test that our experience suggests. 


Investment Securities 


“This brings us to the second heading, 
investment securities. First, I will 
speak of law, then of actual practice. 
The laws of Connecticut permit more 
latitude than the laws of New York. For 
example, there is no objection to our in- 
vestment in foreign bonds and debenture 
bonds, or in certain stocks. The New 
York companies can invest in none of 
these. The laws of Connecticut do not 
permit us to invest in shares of mining 
or manufacturing companies and the 
opinion of a former attorney general in- 
cludes public utility corporations in the 
manufacturing company class. This 
opinion still stands and we are not per- 
mitted under it to buy shares in public 
utility corporations. 

“As to practice—As a matter of fact, 
our investments in foreign bonds are 
very small, having heen confined to a 
few issues of Great Britain and Ireland. 
some in the Scandanavian countries and 
Switzerland. We do not enter this field 
hecause we do not feel competent to 
judge conditions and credits in Europe. 


Debenture Bonds 


“Debenture bonds, that is, bonds that 
are not secured by a mortgage, we have 
bought in numerous instances and prob- 
ably will in numerous others, where we 
are satisfied that the issuing corporation 
enjoys such a record as to justify our 
confidence, where the equities and earn- 
ings are ample, as in the case of the Con- 
solidated Gas Company of New York, 
the Massachusetts Gas Company. the 
American Telephone & Telegraph Com- 
pany, and others. 


Stock Investments 


“On account of the law previously 
noted, we are practically limited in stock 
investments to the shares of banks and 
railroads. Our experience with New 
York bank stocks has been very gratify- 
ing. In the last year we have bought 
















some railroad shares, feeling that the 
transportation systems in this country 
which have come through the last ten 
years unimpaired were here to stay. In 
spite of all that has been said against 
the Interstate Commerce Commission, 
the railroads today, thanks to the Inter- 
state Commerce Commission, furnish 
official information to a degree that no | 
other corporations do that we are familiar 
with. Earnings and car loadings are 
available monthly in standardized form, 
and the accounting methods are uniform. | 
It is unfortunate that other corporations, 
owing to varying conditions, are unable 
to adopt uniformity in accounting, and 
to present more frequent statements of 
earnings. 
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Returns on Investments 


“During the first six months of 1926 
we invested in securities for the Aetna 
Life approximately $17,000,000, of which 
47 percent were public utility bonds, 
with an average return of 5.02 percent; 
39 percent was in railroad bonds, with 
an average return of 4.92 percent; 8 per- 
cent in foreign bonds, largely Canadians, 
which we buy continually to secure our 
Canadian reserves, with an average re- 


A Hearty Welcome! 


The great City of Philadelphia is host to the Nation 
these months of celebration of the one hundred and 
anniversary of the signing of the Declaration of 
Independence, and it is commemorating that momentous 
event by a Sesqui-Centennial Exposition of notable charac- 
ter, which is the historical successor of the Centennial 


The Home Office of the Penn Mutual is on famous 
Independence Square in Philadelphia, facing Independence 
Hall, where the Declaration was signed and where hung, 
and now reposes, the sacred Liberty Bell. ; 
hearty welcome for life underwriters who are visitors to 
Philadelphia during these festival months. 


We have a 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Orgenised 1847 











turn of 5.02 percent; 4 percent in rail- 





road stocks, with an average return of 
5.12 percent; 2 percent in miscellaneous 
bonds with an average return of 5.26 


“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me”—thus writes « 
puyer of “Easy Lessons in Life Insurance,”” a text and review book with quiz supplement. 
National Underwriter Company, 1362 Insurance Exchange, Chicago. 





percent. The average return from the 








Our Agents Have 


A Wider Field— 


Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Semi-annual or Quarterly Premium plan. 


Medical. 


Standard and Substandard Risk Contracts. 


for as much as $3,000. 


S. D., W. Va. 





An Increased Opportunity 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 


Participating and Non-Participating Policies, Medical and Non- 
Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Our Class C Senior Agents may write Non-Medical Applications 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla.. Ga., IIl., 
Ia., Kans., Md., Mich.. Minn., Miss., N. M., N. C., Okla., 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Bivd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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5. FP. Te H.. P. Jeffers 





Over Twenty Years of Service 


Tice & Jeffers, General Managers for Southeastern Ohio, 
were the first agents of the Midiand Mutual Life. Mr. Tice 
wrote Policy No. 7 and Mr. Jeffers wrote many applicants whose 
policies were numbered less than 100. Both are college men and 
were formerly teachers. 

In addition to a large personal production annually, they 
have built an agency organization which pays for over three 
millions annually. They are both outstanding citizens com- 
manding the esteem and the confidence of their bankers and 
fellow citizens. 

Open territory in Indiana, Illinois, Michigan, Pennsylvania, 
Maryland, Virginia and West Virginia. ‘ 


The 
MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 
“Its Performances Exceed Its Promises” 







































Strengthening 
the Sales Talk ~ 


RSW RANCE Salesmen have long re- 
alized the value of pictures and charts 
to illustrate their sales arguments. The 
message is carried quickly to the brain 
and the impression is lasting. For this 
reason, The A&tna “Individual Presenta- 
tion” is of inestimable value to A&tna- 
izers in closing sales. 


The cover is dark blue and there are 
various inside sheets—some with illus- 
trations and charts, others left blank for 
the agent’s typewritten program. The 
great feature of the presentation is that 
it is designed so that the individual case 
can be fully presented. 


S. T. WHATLEY 


General Agent 


. 


Etna Life Insurance Company 
Suite 2043—230 S. Clark Street 


CHICAGO, ILLINOIS 
























complete investment for the period is 
slightly over 5 percent. 

“You will note that our purchases in 
the public utility field were slightly 
higher than in any other field. In this 
connection it is interesting to note the 
evolution that has taken place from the 
small local public utility. unit to the vast 
systems which are in operation today. 
The extraordinary demand for electricity 
has been the underlying reason. Prac- 
tically every home is now lighted by 
electricity, and the industrial companies 
are insistent in their demands for -more 
and more electrical energy. The result 
has been to combine, consolidate and 
build properties generating electricity 
from both water and steam power. By 
agreement and contract, many companies 
are interconnected and power is dis- 
tributed by thousands of miles of high 
tension transmission lines and extensive 
distributing systems. An exchange of 
power makes for economical and even 
distribution, the slack in one section sup- 
plying an unusual demand in another. 
With it all, the cost to the consumer has 
not risen appreciably—one of the few 
commodities that has not risen in price 
during and since the war—this is due to 
intelligent management, and develop- 
ment of natural resources. 


Make Own Selection 


“It has been our practice to try and 

make our own selections among seasoned 
securities with a ready market, rather 
than have securities sold to us. We 
try to take the initiative. We have cer- 
tain standards and requirements to 
which bonds we buy must conform. Our 
primary test is to determine if possible 
whether the security we have under con- 
sideration could stand a receivership or 
reorganization of the issuing corporation 
without being scaled down and without 
loss of principal or interest. Other re- 
quirements include diversified character 
of industries in the territory where the 
company operates, the relations of the 
public with the particular corporation, 
the franchise situation, the physical 
character of the property itself, the 
management, balance sheet and income 
accounts, and many other items of a 
technical nature which there is little use 
in touching upon at this time. Our 
principal purchases among public utility 
bonds are among the companies which 
produce. electricity either by ‘water 
power or by steam, and gas companies. 
Our purchases among street railway 
bonds are almost negligible as we are 
not confident of their future. 
“Finally, our policy is to be independ- 
ent of all influences and considerations 
except the inherent merit of the particu- 
lar investment under examination. It 
is recognized at all times that our prin- 
cipal responsibility is to the beneficiaries 
of our policies, who are in the main 
women and children; that what we are 
handling amounts to trust funds. Ob- 
serving these principles, it is obvious 
that the financial department cannot 
make investments for the sake of ex- 
pediency. 


Leading Guardian Producers 


Vice-President T. L. Hansen of the 
Guardian Life announces the two lead- 
ing personal producers of the company 
during the club year. Max Reinboth of 
New York, who has been with the com- 
pany for over 20 years leads making a 
whirlwind finish when he paid for $350,- 
000 in 27 days. E. B. Houghton of 
Rochester, N. Y., is the second high 
man. In October 1925 he wrote 690 ap- 
plications for volume $876,300, establish- 
ing at that time two new world’s rec- 
ords, first for the greatest number of ap- 
plications written in a single day, 117, 
and for the Breatest number in one 
month, 


Honor President Tucker 


The agency department of the Royal 
Union Life staged a complete surprise 
on President A. C. Tucker. The field 
force presented him with a birthday cake 
bearing 42 candles. The candles not only 
represented his age but they also were 


UNDER CONSIDERATION 


CONSIDER BIG GROUP PLAN 


“Blue Goose,” Organization of Fire In- 
surance Men, Names Committee 
to Study Proposition 


MILWAUKEE, WIS., Sept. 15.— 
The Ancient and Honorable Order of 
Blue Goose, the social fraternity of fire 
insurance field men, company execu- 
tives, adjustors, editors of insurance 
publications, and others in allied lines, 
appointed a committee at its annual 
Grand Nest meeting in Milwaukee last 
week to investigate group life insurance 
for the entire membership, which num- 
bers more than 6,500. If the organiza- 
tion decides to take out group life in- 
surance it will be one of the largest life 
policies ever written under this plan. 
The committee consists of W. F. C. 
Fellers, Jacksonville, Fla., chairman; 
W. B. Erfert, Freeport, Ill.; and E. D 
Marr, Kansas City, Mo. 

The Florida pond of the order, which 
includes all of the members in the state 
of Florida, is already covered by such 
a group life policy underwritten by Vic- 
tory National Life of Tampa. It is 
non-medical insurance, with a disability 
clause, renewals each year subject to 
rate revision. 

In eXplaining the Florida plan, Mr. 
Fellers stated that the problem of the 
common employer had been solved by 
making the Florida pond the common 
employer. The committee which worked 
with Victory National Life on the in- 
surance has jurisdiction-of it. It pays 
the total premium to the company and 
then collects the individual premiums 
from the members. The premiums are 
apportioned among the members, re- 
gardless of their age, the average this 
year being $9.70 with a loading charge 
of $1, which will probably be taken off 
next year. The insurance in force at 
present amounts to $260,000. The 
Florida pond has a master policy with 
Victory National Life which will per- 
mit it receiving applications from mem- 
bers of the order in other parts of the 
United States and Canada. 








force in presenting new business writ- 
ten in nine days of $1,000,000. Septem- 
ber is “President’s Month,” and with 
such a brilliant start in a little over a 
week, the enthusiasm promises a record 
breaker in the coming weeks. Each of 
the high producers, numbering 42, had 
his name affixed to the candles. 


Analyze Missouri Accidents 


Careless driving led among the various 
causes for automobile fatalities on the 
highways of Missouri during the month 
of July, according to statistics compiled 
by the Missouri state highway depart- 
ment. In all 70 accidents were charged 
to careless driving while speeding ranked 
second, having caused 32 accidents. Chil- 
dren who ran into streets and drivers 
who lost control of their machines each 
caused 22 mishaps. During the month 
a total of 523 highway, road and street 
accidents were recorded by the depart- 
ment. These killed 57 persons and in- 
jured 745 others. The total deaths was 
eight more than for June when forty- 
nine persons were killed in such acci- 
dents. 

The survey for the month showed that 
188 accidents were caused by trucks or 
automobiles colliding; 86 to machines go- 
ing into ditches or over an embankment, 
while 69 were due to machines running 
into trees, posts, rails, curbing, buildings, 
etc. Thirteen accidents were caused by 
drivers going to sleep at the steering 
wheel. 

Some of the major causes of accidents 
were: Sharp turns, 16; trying to pass 
others cars, 16; passing on wrong sid 
of road, 5; trying to avoid collision, 14: 
loose gravel, 14; wet pavement, 8; view 
obstructed, 8; blinded by headlights, 11: 
drivers blinded by dust, 6; defectiv« 
brakes, 10; failure to observe or givé 
signals, 8; tire blew out, 5; wheel came 
off or broke, 3; defective steering gear, 


























indicative of the activity of the agency 
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PROBLEMS ARE SHOWN 


CLAIM WORK HAS TROUBLES 


Cc. O. Pauley Tells of Difficulties En- 
countered With Disability 
Coverage 





Some of the problems involved in 
compromise settlements of accident and 
health claim were presented before the 
International Claim Association at its 
meeting last week by C. O. Pauley of 
Chicago, secretary of the Great North- 
ern Life. Mr. Pauley referred at the 
start to the difference in the viewpoint 
as to claim settlements held by life com- 
panies, which has been reflected in the 
position on accident and health claims 
taken by some life companies which 
have rather recently entered that field. 
He pointed out that the settlement of 
a death claim under a life policy in- 
volved only the presentation of proof 
that the policyholder was dead and that 
the life companies were accustomed to 
speed up to the greatest possible degree 
the payment of claims, but that accident 
and health cases can not always be han- 
died in the same way. 


Many Causes of Confusion 


He listed among the classes of cases 
where a controversy over a claim was 
likely to occur those of fraudulent char- 
acter, those involving misstatement in 
the application, disagreements as to the 
cause of disability, or as to its length 
or exent, borderline cases and those in- 
volving pro rating for change of occu- 
pation. The fraudulent claims he 
thought should be fought to a finish, 
with possibly only a few exceptions, but 
in all of the others he considered that 
cases might arise which were subject 
to compromise. 

The borderline cases he defined as 
those where accidental means is con- 
fused with accidental results, very often 
by the courts themselves. He ventured 
the opinion that in most of the so-called 


‘“bad decisions” the adjuster wanted to 


settle, but the case was carried into 
court by a lawyer or company official 
with little knowledge of claim matters, 
who insisted on fighting it out. 


Difficulties Are Cited 


_Pro rating cases were listed as espe- 
cially prolific of trouble, as it is almost 
always impossible to convince the pol- 
icyholder that he is getting as much as 
he ought to have, if the terms of the 
policy are followed strictly. He cited 
several cases of that sort from his own 
experience, and raised the question as to 
whether in such cases it might not be 
better to pay a little more than is ac- 
tually due under the policy, in order to 
have the policyholder satisfied and avoid 
a future reopening of the case. In re- 
gard to cases involving the length or 
extent of disability, he said that they 
usually represented an honest disagree- 
ment, and offered a real opportunity to 
get together. 

He pointed out that the question of 
whether or not a settlement shall be 
made can not be decided solely on the 
amount involved. He declared that it 
would be possible to settle every case 
on a compromise basis and save money, 
but that if such a policy were followed 
the companies would be swamped with 
claims without merit. He advised the 
adjuster to be absolutely certain of the 
mental competency of the claimant be- 
tore a release is accepted, and to be 
equally certain that there had been no 
misrepresentation or misstatement on 
his part; that the claimant had settled 
on his own judgment and not on any- 
thing that the adjuster had told him. 
He suggested further that, although it 
might hurt his pride a little, it was bet- 
ter for the adjuster to let the claimant 
teel that he was getting the best of the 
settlement, as a factor in insuring the 
permanency of the settlement thus 
made. 








CLASSIFICATION GIVEN 


DISABILITY CLAIMS SHOWN 





Equitable Life of New York Gives 
Record from Adoption of 
Clause to Date 





The Equitable Life of New York has 
published a classification of its disability 
claims under life insurance policies that 
have been approved since the adoption of 
the clause in 1912 to June 30 last. The 
Equitable introduced its first disability 
clause 14 years ago and upwards of 
4,600 claims have been approved. Over 
1,700 or 30 percent of the claims are still 
in force. The table is as follows: 
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Tuberculosis ..1,336 364 449 .. 523 
Insanity ....... 346 75 101 170 
Paresia .....0:. 50 29 3 18 
CQRCOP .cscscces 158 127 11 20 
Paralysis ...... 172 45 29 98 
Accident ....... 478 16 332 . 130 
Loss of sight.. 36 3 3 1 29 
Kidney disease. 86 27 37 22 
Diabetes ...... 53 13 21 19 
Rheumatism ... 210 13 130 67 
Locomotor 

ataxia ....... 26 9 3. 15 
Syphilis ....... 27 il +e 8 
SUP cccccece 55 16 23 1 15 
Anemia ......-. 87 38 25. 24 
Heart disease.. 191 43 52. 96 
Apoplexy ...... 23 5 S . 2 
Nervous pros- 

tration ...... 269 15 146 1 107 
Neuritis ....... 40 3 7 2s 20 
Art. sclerosis... 30 8 S « 18 
Asthma ........ 24 3 SF 12 
Gastric ulcer... 77 4 47. 26 
Sleeping sick- 

ME. siksneees 71 6 _ 41 
Appendicitis ... 81 3 ea 15 
Multiple scler- 

GBIB ccccccese 23 7 B e« 14 
Intestinal trou- 

BED accceesece 60 5 ee 24 
Other causes... 648 75 381 .. 192 

Total .ccccecs 4,657 963 1,956 3 1,735 


MUCH LIFE INSURANCE TALK 


Many Addresses on the Business Are 
Heard in Atlantic City 
This Week 


ATLANTIC CITY, Sept. 16.—Life 
insurance was very much “in the air” in 
Atlantic City during International con- 
vention week. In addition to the 
speeches at the convention, George H. 
Harris of Montreal, service manager of 
the Sun Life of Canada spoke to the 
Atlantic City Rotary Club Tuesday, on 
“Twenty-five Years’ Development in 
Life Insurance.” The Lions Club, which 
meets every Wednesday, already had a 
speaker for life insurance week with a 
closed schedule for several months 
ahead. It has therefore arranged for a 
life insurance talk Nov. 17. George L. 
Hunt, general agent for New England 
Mutual at Hartford, spoke to the 
Kiwanis Club on “The Thrift of Life 
Insurance” Thursday. About 50 boys 
were present as guests of the club. J. C. 
McNamara, the whirlwind New York 
manager for the Guardian Life, ad- 
dresses the Atlantic City Exchange Club 
Friday. 





Launch Radio Lessons 


A new departure in radio broadcasting 
development is to be inaugurated on 
Wednesday, Sept. 22, when the Travelers 
station, WTIC, will, in cooperation with 
the Connecticut department of education, 
offer the first “lesson” of a course in 
music appreciation. Pupils of five New 
England states will go to school to- 
gether, so to speak, as a gigantic class 
numbering several hundred thousand, not 
only from the city schools but even to 
the smallest rural districts in Maine, New 
Hampshire, Vermont, Rhode Island, Mas- 
sachusetts and Connecticut. It is planned 
to have a series of 20 concerts in con- 
nection with this particular course, while 
other courses may soon be offered. 
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LOUISIANA 
STATE LIFE 


Insurance Company 
HOME OFFICE 
SHREVEPORT, LA. 














WHY NOT BECOME A GENERAL AGENT? 


A) 


Many successful agents outgrow their present duties, and 
continue as sub-agents only because no opportunity is 
given for promotion. 


In the states of Alabama, Arkansas, Louisiana, Okla- 
homa and Texas, we offer to well qualified agents, lib- 
eral General Agency contracts with choice of splendid 
locations. 


Your communication will be received and treated with 
confidence. 


IRA F, ARCHER 
Superintendent of Agencies 




















Wondering What to Give? 


M ANY Accident and Health managers 

—agents—etc., are giving one, two 
or three year subscriptions of the 
CASUALTY REVIEW with the compli- 
ments of the season. 


This is a splendid way of remembering 
your agents or fellow agents. 

It is now time to get your subscriptions 
in before the Holiday season. A letter 
acquainting the receiver of the gift and 


extending the season’s greetings in the 
name of the donor will be sent to each of 
the recipients just before Christmas. 


THE CASUALTY REVIEW IS TWO DOLLARS A YEAR 


THE CASUALTY REVIEW 
CHICAGO, ILLINOIS 
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Commissioners as Claim Collectors 


A RECENT news story in one of the 
papers recited a recent incident in which 
a state insurance commissioner was 
causing a’very reputable company con- 
siderable trouble because it did not pay 
a claim which he insisted should be 
done. He threatened to revoke its li- 
cense and caused it much undesirable 
publicity. 

It is. unfortunate that a few insurance 
commissioners stretch their discretionary 
power to that extent where they try to 
be claim collectors, thus exercising ju- 
dicial functions. Insurance companies 
these days are not resisting claims on 
technicalities. They realize that a con- 
test usually engenders prejudice, even if 
the company has the very best grounds 
in the world. Insurance companies 
these days are confronted with severe 
competition. When they contest a claim 
they know that agents of competing 
companies are very likely to use the ac- 
tion against them. Modern insurance 
policies are quite clear and definite. 
Courts have passed on almost every fea- 


ture of a policy so that unless there is 
a plain violation of the contract, a com- 
pany gains nothing by contest. 

We have had too much of insurance 
commissioners endeavoring to usurp the 
authority of the courts and attempt to 
force companies to pay claims where 
they felt there was no liability. The 
state insurance commissioner is purely 
an administrative officer. However, in 
recent years he has gone far afield and 
has taken on duties of both judge and 
jury. The courts are organized to set- 
tle disputes. Insurance companies find 
in the course of their business a few 
violations of contract rights or they feel 
they are unjustly imposed upon. An 
insurance commissioner may feel that he 
should use his good offices either with 
the claimant or the company at times, 
but when he goes beyond all limit and 
threatens to cancel the company’s license 
if it does not pay a claim that he in- 
structs it to do, the time has come to 
call a halt and a very decided one to the 
practice. 


Danger in Note- Taking 


The Montana Lire recently sent its 
field force a suggestion for an improve- 
ment in the life insurance field condi- 
tions which can be effected only by 
the agents themselves. In its message 
to the agents, the company stated that 
many agents carried too much insur- 
ance, pointing out, however, that this 
Overinsurance is not on their own lives, 
but on the lives of persons whose notes 
they accept. The credit evil is one of 
the great problems in all lines of busi- 
ness today and it is felt in the life 
insurance business as well in connec- 
tion with the acceptance of notes for 
first year premiums. As the Montana 
Lire points out, the insurance agent 
who indiscriminately accepts these notes 
is an unwitting philanthropist, as he is 
often left holding the bag. 

In many cases, the risks who are writ- 
ten on the note basis are uninsurable, 
not for physical reasons, but through 
thriftlessness. Sometimes it is merely 


Always Room 


Some life agents seem considerably 
disturbed because of the great progress 
made in writing group, salary savings 
and other forms of what might be gener- 
ally termed “wholesale insurance.” These 
men are inclined to believe that the work 
of the agent will be thrown into eclipse 


a case of a prospect having been over- 
sold, so that he cannot continue to carry 
the burden. In either case the agent 
faces the possibility of having to carry 
the burden himself. This entire question 
is very largely a matter of the indi- 
vidual approach of the agent. There 
are some agents in the field who never 
accept a note and others who carry a 
majority of their business on notes. 
Those who deal only in cash claim that 
it is just as easy to secure the cash, 
provided the approach is made in the 
right manner. They state that when 
terms are discussed, no intimation of 
credit should be given and “cash or 
checks” only suggested to the applicant. 
Some such program generally adopted 
by the life underwriters throughout the 
country would result in an improved 
tone in the business and definitely re- 
move from the life insurance business 
the harmful effect of the credit evil 
which now exists. 


for the Agent 


by these plans, whereby the assured does 
not come in contact with the agent in 
the payment of premiums or the tran- 
saction of any details concerning the 
policy. 

In almost all lines of business ‘there 
are opportunities for special individual 


service. In life insurance, agency serv- 
ice is most important. The life insur- 
ance policyholder needs the guidance 
and counsel of someone in whom he has 
confidence and who has sufficient knowl- 
edge to give him advice. The wholesale 
forms of insurance fill a gap and meet 
a need. They are here to stay because 
they do perform a function that is val- 
uable. 

Regardless of the growth of the 
wholesale forms of insurance, the in- 
dividual policy carrying with it the priv- 
ilege of agency service will always be 
most popular and most satisfactory. The 
life insurance agent is a distinctive and 


vital part of our life insurance system, 
He is the guide, counselor and friend of 
his clients and performs a service that 
lifts life insurance to a very high plane. 
Wholesale insurance cannot supplant the 
great need for the individual policy, 
carrying with it as it does a distinct per- 
sonal service. 


“SETTLING down should not mean ceas- 
ing ‘settling up’—either mental or phys- 
ical.” 


THERE'S nothing gained by focusing 
attention on the weak spots in our char- 
acters. 














PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











John Newton Russell, home office gen- 
eral agent of the Pacific Mutual Life of 
Los Angeles, arrived in New York City 
together with his family several days 
ago after spending some weeks in 
Europe. Before returning to the west 
coast he will attend the annual conven- 
tion of the International Convention of 
Life Underwriters at Atlantic City, dur- 
ing the present week. Mr. Russell was 
president of the National association in 
1916, at the gathering held that year in 
St. Louis. He has long taken a deep in- 
terest in the activities of the organization 
and rejoices in its constant growth and 
influence. 


Shuyler Hafley, who was formerly 
connected with the 42nd street office 
of the Aetna Life in New York City, 
but who joined the Baltimore agency as 
assistant general agent, started his career 
with Johnson & Higgins, in New York 
City, insurance brokers. He then went 
into the casualty department of the office 
of Francis C. Carr, another broker there. 
He entered the life insurance business 
of the Travelers, remaining with that 
company until he joined the Aetna Life 
in 1924 under Manager J. P. Graham 
at the 42nd Street office. He will have 
charge of the educational work at Balti- 
more. He took the insurance course 
given at the New York University. 


Luther B. Little, manager of publicity 
of the Metropolitan Life, who has been 
on his back in Lawrence Hospital, 
Bronxville, N. Y., for ten weeks as the 
result of a broken hip sustained June 22, 
is slowly recovering and expects to be 
back at his desk shortly after Oct. 1. 
In the meantime his many friends 
throughout the Metropolitan home office 
organization keep in touch with him 
through Vice-President J. V. Barry, who 
visits him each day on his way to his 
home in Bronxville. Mr. Little is a 
resident of Scarsdale, near Bronxville. 


H. B. Tilotson, Jr, of the Northwest- 
ern National Life, is one of a group of 
Minneapolis business men who have 
taken to miniature ship building. His 
replicas of the “Santa Marie” and the 
“Victory,” Lord Nelson’s flagship, are 
attracting wide attention in Minneapo- 
lis. One summer, three years ago, while 
his family was on a vacation, Mr. Tilot- 
son became interested in this hobby and 
has since pursued it with considerable 
success and satisfaction. One of his 
creations. the “Santa Maria,” now hangs 
in the University Club of Minneapolis. 
John L. McFeely. general agent for |, 
the Massachusetts Mutual Life in Pitts- 
burgh. died last week. He suffered a 
brief illness. 


George W. Balke. Jr., representative } 
of the Atlantic Life in its Baltimore 
agency, has recently received consider- 
able publicitv in sporting circles on ac- 
count of winning the national junior 
swimming championship for 440 yards 
in open water. He began his swimming 


for some years a district superintendent 
for the Metropolitan. When only fifteen 
years old he held the position of life 
guard at a Baltimore public swimming 
pool. 

At the agency convention of the 
Union Central Life held in Atlantic 
City this week, President John D. Sage 
was presented with a gavel made from 
a section of the handrail of the old Bur- 
nett house in Cincinnati. The gavel 
was presented by the building employes 
of the company, and John L. Shuff, 
home office general agent, made the pres- 
entation address. In the old days the 
Burnett house was the Cincinnati hos- 
telry favored by the notables. Lincoln 
at one time stayed there. The new sec- 
tion of the Union Central’s home of- 
fice building addition is being erected 
upon the site formerly occupied by the 
Burnett house, and it is therefore ap- 
propriate that President Sage have a 
gavel made from the handrail used by 
so many of the nation’s leaders in other 
days. Mr. Sage used the gavel through- 
out the Atlantic City meeting, and it 
will be in evidence at future Union Cen- 
tral Life gatherings. 


ern Life of Chicago, has recently re- 
turned from an extended automobile 
tour of the eastern states. He is now 
back in his office engaged in putting his 
company on a stock basis. 


Carl Kirk, advertising manager and 
publicity man for the Zurich General 
Accident at its head office in Chicago, 
has resigned to accept a similar position 
with the Acacia Mutual Life. He will go 
to Washington, D. C., the head office, 
to take charge of field development. 
During his period with the Zurich he 
made a special study of compensation 
rating and acquired a fine lot of knowl- 
edge. 


Ernest W. Brown, secretary-treasurer 
of the Interstate Business Men’s Acci- 
dent Association and well known fisher- 
man, is now on a fishing trip to Catalina. 
Mr. Brown expects to add some in- 
teresting specimens to his already fa- 
mous collection in the Brown Hotel at 
Des Moines, Ia. 


N. E. Degen, the general agent of 
the Aetna Life at Pittsburgh, met with 
a distressing accident recently. While 
crossing the street, and avoiding some 
horse-drawn traffic, he was struck, 
knocked down, and partially run over 
iby a taxicab ‘which he had failed to 
notice approaching ‘from the opposite 
direction. His right arm was very 
badly strained and his left shoulder was 
‘dislocated. He was taken to the hos- 
pital, where it was found that in addi- 
tion to thesé injuries he had been badly 
bruised. Fortunately no serious devel- 


‘opments came to light. He was able 
to attend the general agents’ conference 
at Hot Springs, and on his physician’s 
advice is remaining there for a few days 





career when he was a small bov living 





in Richmond, Va., where his father was 


after its conclusion, to give the strained 
members an opportunity to recuperate. 


A. J. Hereford, president of the West- 
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| LiFe AGENCY CHANGES | 
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ROPER WITH PROVIDENTIAL 











Well-Known Princeton University Foot- 
ball Coach Takes Charge of New 
Philadelphia Agency 





NEWARK, N. J., Sept. 16.—William 
W. (“Bill”) Roper, coach of the Prince- 
ton football team and one of the lead- 
ing gridiron mentors of the country, 
enters today upon new professional 
duties which will occupv his time when 
he is not instructing the youth of the 
university in the intricacies of the for- 
ward pass and the retrieving of the 
elusive fumble. He assumes charge of 
of the Quaker City ordinary agency of 
the Prudential at Philadelphia. 

The wide and successful professional 
and business experience of the new man- 
ager prompted the Prudential officials 
in their selection. He was born in 
Philadelphia, and following his gradua- 
tion from Princeton and the University 
of Virginia law school, he returned to 
that city, where he practiced at the bar 
for a number of years. He is a mem- 
ber of the Philadelphia City Council 
and for the past two years has been 
affiliated with the New York Life of- 
fices there. 

Headquarters for the Quaker City 
agency will be maintained in Room 
1217, Widener Building, and its opera- 
tions will supplement those of the long- 
established Philadelphia agency of the 
Prudential, in Rooms 1500-04 Bankers 
Trust Building, which is under the man- 
agement of Arthur C, Williamson. 





Herman Hexter 


Herman Hexter, formerly in the home 
office of the Central Life of Illinois at 
Chicago as agency superintendent, has 
gone into the field for the company and 
is now doing excellent work in LaSalle 
county in central Illinois. Mr. Hexter 
was formerly in this field, so that he is 
returning to his own home territory. He 
will work as district manager in LaSalle 
county and will cooperate with R. Foote, 
who is general agent at Ottawa, III. 





Southland Life Office 


_ The Southland Life of Dallas is open- 
ing a district agency in Fort Worth, 
Tex., in charge of J. M. Avery, Thomas 
Gwaltney and A. D. Evans. Mr. Avery 
has been in Houston, the other two hav- 
ing been previously located in Fort 
Worth. 


G. D. Brown 


G. D. Brown, formerly special agent 
for the Bankers Reserve Life at Des 
Moines, has been appointed general 
agent for the Minnesota Mutual. He 
has held a record of $200,000 minimum 
annual production, one year producing 
approximately $600,000. He assures his 
new company it may expect a half mil- 
lion dollar agency in southeastern Iowa 
his first year. While his home address 
is 1328 W. 20th St., Des Moines, Mr. 
Brown will operate southeastern Iowa. 





Ormond O. Black 


A general agency office of the Ala- 
bama National Life has been opened in 
Tampa, Fla., according to an announce- 
ment by Ormond O. Black, who is in 
charge. The Tampa office, which is the 
second opened by this company in 
Florida, there now being one at Miami, 
will have jurisdiction over the West 
Coast. Mr, Black was graduated this 
year from the school of commerce and 
business of the University of Alabama 
and is just commencing his career in 
life insurance. 





Don W. Hammond 


7 Don W. Hammond has taken the Fort 
Wayne, Ind., general agency for the 
Minnesota Mutual Life. He was for- 





He wont say 
that 


He won’t say—‘Not interested” if 
you have preceded 
your call by a series 
of thought provoking 
letters. 


He won’t say—“I can’t see your 
proposition,” if you 
have illustrated your 
service at work by 
the use of graphic 
pictures. 


He won’t say—“I want to think it 
over,’ —your 
‘“*straight-to-the- 
point” letters have 
made him think it 
over before you call. 


These are a few of the time-wasting 
objections that are overcome by the 
effective circularizing system of The 
Lincoln National Life. 


(CINK UP (Jwiru THe ()LINCOLN) 


The 


Lincoln National Life 
Insurance Company 














‘‘Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 





More Than $425,000,000 in Force 
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merly in the general insurance business, 
is a young man not quite 30 years of 
age and a graduate of Purdue Univer- 
sity. 


J. Earl Pullen 


The Kansas City Insurance Agency, 
with J. Earl Pullen in charge of its life 
department, has taken over the Min- 
ncsota Mutual Life’s Kansas _ City 
agency. Mr. Pullen is a graduate of 
Carnegie and was formerly with the 
Central Life of Chicago. W. R. An- 
thony, C. R. Fidler and Geo. E. Morgan 
of this agency formerly conducted one 
of the oldest and largest general insur- 
ance agencies in Kansas City. 


Harry Savage 


Harry Savage has been appointed gen- 
eral agent for the Minnesota Mutual 
Life at Hitchins, Ky. While he has 
been in the insurance business only since 
1924, Mr. Savage left his previous con- 
nection with a fine record behind him. 


L. J. Gosney 


L. J. Gosney of’ the Des Moines of- 
fice of the Aetna Life has become 
agency 


you. 


J.J Shambaugh 


President 





re 
Des Moines Lite & Annuity Co. 


Des Moines. Iowa. 
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supervisor at Cincinnati under | agents throughout the state and personal 


We have several agency openings. 
Can you qualify for one of them? 


Nebraska is a splendid state. You » 
would appreciate just how splendid it 
is, if you knew of the unusual agency 
opportunities which we have to offer 


and sales advantages of this company, 
you ought to exceed your best hopes 
in producing business and a large in- 
come for yourself. 
and we'll sell you on Nebraska and 
ourselves, 


Meets the Most 


Exacting Requirements 





_ THE 


— Frank C. Zart. A year ago 
Mr. Zart went from Iowa to Cincinnati. 
Mr. Gosney was formerly manager of 
the Retail Credit Company at Des 
Moines until June, 1925, when he joined 
the Aetna Life general agency. He has 
specialized on salary budget insurance. 


L. H. Kaufman 


L. H. Kaufman, state agent of the 
Illinois Bankers Life at Wichita, Kan., 
has had Nebraska added to his territory. 
Mr. Kaufman has had the Kansas dis- 
trict for 12 years and his work there was 
so effective that Nebraska was also 
given to him. His headquarters will 
continue to be at 308 Bitting building, 
Wichita. 


Frank J. Terry 


The Neckerman agency of Madison, 
Wis., announces the appointment of 
Frank J. Terry, as manager of the life 
insurance department. Mr. Terry moved 
to Madison from Baraboo three years 
ago, and since his residence in that 
city has been actively engaged in the 
life insurance business. Mr. Terry’s 
work will consist of the training of 





“‘Corn husker’”’ 
NEBRASKA 


Coupled with the co-operation 


Sell us yourself 
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earelian over the sales work in Madi- 
son, 


Jack Hamilton 


in charge of the Sioux City, la., of- 


fice of the New York Life, succeeding 
M. H. Beck, who died recently. Mr. 
Hamilton’s appointment comes after 


17 years of service in the company. He 
started as an office boy in Memphis, 
Tenn., and worked in the Louisville and 
Milwaukee offices before joining the 
Sioux City office as cashier seven years 
ago. The Sioux City office will be head- 
quarters for the northern 21 counties 
in Nebraska and 25 counties in north- 
western Iowa. The growth of the Sioux 
City office has been so great that the 
company contemplates opening an of- 
fice in Sioux Falls to take care of South 
Dakota business. 


James L. Lane 


The Security Life of Chicago has 
opened a Nebraska State agency in Lin- 
coln, with James L. Lane, until re- 
cently a field manager in the Kansas dis- 
trict, as state manager. Mr. Lane has 
had a number of years’ experience and 
has been successful in both the field | 
and as an executive. He will also open 





“Jack” Hamilton has been appointed | 


September 17, 10% 


for the company a general agency jy 
Lincoln to cover the northeastern part 
of the state. 

In order to provide itself with as 
| many capable field men as possible jn 
|a brief time, the company opened aq 
specializing jy 





| school of salesmanship, 
| life insurance, with A. B. Carney, edy- 
| cational specialist of the company, jn 
| charge, and L. S. Broaddus, inspector 
| of agencies for the company, as assist- 
ant tor a time. The first series call for 
| eight nights of work and lectures. Mr. 
Carney was a former educator and 
teaches the research and review meth- 
ods. The company furnishes the books, 
study material and instruction free, and 
frankly announces to prospective stu- 
dents that it is intended to find out 
| which can make good, and these will be 
given a finish course. The class is 
limited to thirty students. 
} 
| 
| 
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Mutual Trust Appointments 


The Mutual Trust Life of Chicago 
announces the following agency appoint- 
ments: 
Fred C. 

bus, Ohio. 

Carl C. Hoskin, general agent, Omaha. 
Peter O. Osterhus, manager, Cleve- 
land. 





Tyler, general agent, Colum- 
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DUNSMORE AGENCY MEETING 


Equitable Life Men Attend Educational 
and Recreational Conference on 
Long Island 


NEW YORK, Sept. 15.—The first 
educational conference of the William J. 
Dunsmore agency here of the Equitable 
Life of New York held last week at 
Shelter Island Heights, Long Island, 
was a great success. Thirty-five of the 
40 members of the orgamization qualified 
for the conference by writing 225 cases 
under binder for a total of $990,740 be- 
tween July 15 and Aug. 31. In addition 
they wrote 175 cases for $1,966,840 
which will not be closed until later. The 
drive to qualify increased the paid-for 
business of the agency in August, when 
business is supposed to be slow, from 
98 cases for $528,000 in 1925 to 150 cases 
for $700,000 this year. Every agent who 
had been less than two vears under con- 
tract in the organization qualified for 
the conference, a fact which plainly indi- 
cates the quality of the new blood in the 
agency. 

During the conference Agency Mana- 
ger William J. Dunsmore and his assist- 
ant managers talked on circularization, 
profits from hard consistent work, sell- 
ing psychology, service to policyholders, 
ideals, programs and efficient prospect- 
ing. Between business sessions prize 
contests of many kinds were staged. 
Hasbrouck Wright won the long dis- 
tance swim, H. R. Coursen and B. Coop- 
er the tennis cup, N. Bartel the gold 
trophy, and Arthur Knott and H. Rod- 
ney the fancy diving prizes. B. Latshaw 
and J. Walsh were judged the best ball- 
players, while Bi Barrie and Arthur 
Thomson carried away the loving cups 
for their prowess on the dance floor of 
the hotel during the evenings. 


Developing Life Business 


W. S. Warner, manager of the life 
department of Marsh & McLennan in 
New York, is developing an all time 
agency organization. George Ramee, 
who has been connected with R. A. Van 
Alst, Jr., of the general agency of the 
Berkshire Life has been appointed as- 
sistant life insurance manager for Marsh 
& McLennan. Marsh & McLennan rep- 
resent the Travelers and already consid- 
erable business has been worked up. 
Mr. Ramee entered the life business in 
1908 with the Mutual Life resigning in 





CANADA LIFE IN NEW YORK 


First Company of the Dominion to Com- 
ply With the Laws of the 
Empire State 


The Canada Life has been admitted to 
New York, negotiations having been un- 
derway for some time. The Canada Life 
is one of the oldest companies of the 
Dominion, having been organized in 
1847. It writes both participating and 
non-participating insurance. No an- 
nouncement has been made as to the 
company’s plans for conducting business 
in New York. 

The Canada Life has during the past 
37 years, established branches in Los 
Angeles; San Francisco, Portland, Ore.: 
Seattle; Chicago; Minneapolis; Detroit: 
Saginaw; Grand Rapids; Cleveland: 
Cincinnati; Troy, Ala.; Birmingham, 
Ala.; Florida; Pittsburgh; Philadelphia, 
and New York. 

General Manager T. G. McConkey of 
the Canada Life expects to be in New 
York about Oct. 1 to make plans for 
opening an office. He is at present in 
the western part of the Dominion of 
Canada. 
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TWO LARGE AGENCY MEETINGS 


Equitable Life and Mutual Life Men of 
Minnesota and Dakota 
Meet 


MINNEAPOLIS, Sept. 15—Two 
large agency conventions were held in 
Minnesota last week. 

Close to 700 representatives of the 
Equitable Life of New York from Min- 
nesota and the two Dakotas met at 
Breezy Point lodge, near Pequot, Minn., 
and mingled business with a good time. 
The meeting was in charge of W. W. 
Klingman, agency manager, St. Paul. 
Among the guests were Vice-Presidents 
Frank H. Davis, John A. Stevenson and 
William A. Graham and Dr. 
Hickey, agency instructor, all from the 
home office; “MM. A. Nelson, St. Louis 
agency director, and V. J. Harrop, Salt 
Lake City, assistant agency manager. 

One hundred representatives in Min- 
nesota and North Dakota of the Mutual 
Life of New York held a two-day con- 
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vention in this city. This was the first 
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agency convention since the consolida- 
tion of the North Dakota and western 
Minnesota fields. 


TO HOLD AGENCY CONVENTION 


Security Mutual Life of Lincoln, Neb., 
Announces the Program for 
Its Annual Gathering 


The agency convention of the Security 
Mutual Life of Lincoln, Neb., will be 
held at the head office Oct. 1-2. Presi- 
dent E. B. Stephenson will give the ad- 
dress of welcome the first morning fol- 
lowed by a. talk by W. A. Lindly, the 
veteran actuary. The program for the 
other sessions is as follows: 

Friday Afternoon 

$150,000 Club. 

How an Agent Can Detect Some of the 
More Common Impairments—Dr. H. B. 
Miller. 

Address—Verne Hedge, President Lin- 
coln Chamber of Commerce. 

Cooperation—How Can It Be Secured? 

(a) Between Agents—E. A. Frerichs, 
Leader. 

(b) Between Agent and Policyholder— 
Allen Beach, Leader. 

(c) Between Agent and Company—T. R. 
McPheeters, Leader. 

Saturday Morning 

Round Table Discussion. 

(a) How I Solicit Life Insurance 
Among Those Who Have a Religious 
Prejudice—George Maul. 

(b) How Can One Fit a Policy to the 
Needs of the Policyholder?—BE. R. Einsel, 
B. W. Solt. 

(c) How Can One Become a Real Life 
Insurance Counselor?—R. W. Steckler. 

(ad) Our Policy. 

(1) Is It a Good Plan to Use the Policy 
in Soliciting?—W. R. Leisure, C. W. 
Jones. 

(2) How Much Emphasis Should One 
Put on the Total Disability and Double 
Indemnity Provisions When Soliciting a 
Prospect ?—M. F. Speer, B. L. Baldwin. 

(3) How Far Should One Go in Talking 
Settlement as an Inducement to Buy?— 
W. T. Peterson, H. A. Dillman. 

(4) What Can Be Done to Make Our 
Policy Better? Bring your suggestions. 

Lunch—Chamber of Commerce. 
Sunday Afternoon 

Tour Lincoln, 

(1) Memorial Stadium. 

(2) Field House. 

(3) State Farm. 

(4) State Capitol. 

Banquet. 





Had Agency Conference 


DES MOINES, IOWA, Sept. 15.— 
The Mutual Life of New York recently 


held a one day Des Moines agency con- 


vention at the Hotel Savery with a 
splendid program including in the list 
of speakers, Manager G. A. Patton; A. 
R. Linabury, M. C. Galpin, T. R. Phil- 
lips and W. I. Kortright of the Omaha 
agency. A banquet brought the meeting 
to a close. 





Agency Heard Business Men 


The agency force of the Gifford T. 
Vermillion agency of the Mutual Life of 
New York in Milwaukee heard two talks 
recently by men who are both highly 
respected in their fields. Walter Dunlap 
of the firm of Klau-Van Pietersom- 
Dunlap-Younggreen, Inc., advertising 
agency at Milwaukee talked on sales- 
manship. John Black, publisher of the 
“Wisconsin News,” Milwaukee, gave an 
inspirational talk to the force a few days 
later. 





Developing Insurance Center 


OMAHA, NEB., Sept. 15.—Plans to 
make Omaha as great an insurance cen- 
ter as it is a livestock or butter center, 
formulated by a special committee of 
the Greater Omaha association at a 
meeting last Saturday, were presented 
for acceptance at a general meeting 
Tuesday. A committee representing 
home insurance men has been meeting 
with the Greater Omaha committee in 
formulating plans, which will include 
advertising, special organizations, and 
other methods of promotion. 





Had Unique Contest 


KANSAS CITY, MO., Sept. 15—A con- 
test recently concluded by the Midland 
Life of Kansas City set a new record 
for that company. The contest was ar- 
ranged in honor of Walter J. Bales, vice- 
president and treasurer of the company, 
and was unique not only in results but 
in form. It was designated the “Bales 
Surprise Fishing Contest” and was put 
on during Mr. Bales’ absence on a fishing 
trip in Michigan. Each $1,000 applica- 
tion was represented by a fish, and the 
total catch, ‘which was festooned from 
the ceiling of Mr. Bales’ office on his 
return, amounted to 620, or $620,000 in 
applications. The volume of business 
written during the two weeks of the 
contest exceeded that for any equal pe- 
riod in the history of the company. The 
contest was a complete surprise to Mr. 
Bales, who returned from northern Mich- 
igan full of stories of his fishing ex- 
ploits. However, the fishing which the 
field force had been doing during his 





absence completely eclipsed even his best 
fish story. 











IN THE SOUTH AND SOUTHWEST 











BIG MEETING IN OKLAHOMA |to the program, Vincent Coffin of Al- 





Association Starts Year With Excellent 
Program Featuring College 
Faculty 





OKLAHOMA CITY, Sept. 15.—The 
season opened with a whirl for the Ok- 
lahoma Association of Life Under- 
writers, with the first meeting, Friday 
noon, marked by the presence of the 
faculty and students of the Lovelace 
school of life underwriting in the course 
of progress at the Sorosis club, under 
the patronage of the association. 

Before introducing the program, the 
association voted to authorize delegates 
) the national convention at Atlantic 
City to do all in their power to elect 
Joseph Bookstaver of New York City 
president for the coming year. It was 
announced by George Lackey, general 
agent for the Massachusetts Mutual and 
national committeeman, that advice had 
been received that the Oklahoma asso- 
ciation had won the membership prize 
offered by the national association for 
the greatest increase in membership dur- 
ing July and August in Class C s 
Day, former president of the association, 
was appointed special delegate to rep- 
resent the association in receiving the 
award at Atlantic City. In proceeding 





bany, faculty member, was called upon 
for a talk. Mr. Coffin’s remarks centered 
upon the fact that underwriters gener- 
ally are too prone to center their ef- 
forts upon straight life, when they 
should give equal attention to providing 
for a prospect’s needs when he loses 
his producing power. 

Ralph Englesman of New York City, 
one of the big producers of the U nited 
States in the last year, and lecturer in 
the local summer school of life insur- 
ance underwriting, told how easy it is 
to issue $500 or $1,000 additional insur- 
ance to a policy. 

Griffin M. Lovelace, retiring head of 
the insurance school of the New York 
University, emphasized the value of ap- 
pealing to the imagination in presenting 
an insurance program. All men are 
brothers under the skin, and no matter 
how forbidding a client may seem, he 
has his heart interests that can be 
reached by presenting to him a living, 
breathing picture of the actual scenes 
that will probably occur if he carries 
ample protection for his wife and family. 

“We can only imagine things that we 
know about,” he said. “Things that we 
have seen, heard, tasted, felt or smelled 
—we can not imagine anything that we 
have never experienced. The most 
original playwright only rearranges 
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ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


Offers an unexcelled line of policy contracts. 
Our juvenile policies, written on children as 
young as one day old, go in full benefit auto- 

matically at age 5 without re-examination. 


Our special low rate policies to business and 
professional men are fast sellers 
We write women on equal basis with men. 
Splendid agency openings are now available. 
Write Wiliam Koch, Vice President and 
Field Manager. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


A.C. Tucker, President 



































GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of CALIFORNIA 


Has openings for General Agents, District Managers and 
Local Agents in Missouri, Kansas and Oklahoma. Lib- 
eral First Year and Renewal Commissions, Up to Date 
Policy ferms and Services of Agency Supervisor in de- 
velopment of territory. 


For Full information address 
W. H. SAVAGE, Vice-President 
Great Republic Life Bldg., 756 S. Spring St. 
Los Angeles, California 
Or A. L. HART, Agency Supervisor 
3639 Paseo, Kansas City, Missouri 
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A Loyal Efficient, Agency, Corps 


Back of the success of a life insurance company is a force of enthusiastic men and 
women in the field, fo a vocation they like and serving a company in which they 
have confidence and pride. cir value to their respective communities and their own indi- 
vidual success stand upon the service their company renders to its constituent members— 
the proving test. 

The Mutual Life of New York, the first American legal reserve mutual life insurance 
company, has for eighty-three years met the proving test of service to its members. 
Today, this Company's h prestige accorded to public service and achievement is upborne 
and carried on by loyal, cient and contented field workers. 

They have uns contracts and facilities to offer to their public—all standard 
forms insurance (ages 10 to 70) and annuities, both for men and for women; Dis- 
ability and Double In ty Benefits; policy loans in branch agencies, and all other fea- 
tures of service the Company deems justified. 

They take a pride in building greatly upon a great t—a loyal, efficient agenc 8 
successful for the Company andl te emeaiven. al ™ . — 

Those who contemplate life insurence field work as a vocation are invited to write to 


The Mutual Life Insurance Co. 
of New York 


34 NASSAU STREET 
NEW YORK, N. Y. 
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Empire Mutual 


Life Insurance Company 
of the United States 


Home Office 
KANSAS CITY, MISSOURI 


EXECUTIVE OFFICES 
1700 I Street, N. W., Washington, D. C. 
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If You Have Knocked the “T” Out of “Can't” 


WE CAN(1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
GIVE {3. Your beneficiary a renewal pension. 


"LA FAYETTE LIFE 


LA FAYETTE, INDIANA 








things he knows in a clever way. This 
must be applied to life underwriting, and 
to reach a prospect you must use mate- 
rial that is familiar to him,” he ex- 
plained. 





Sales Course at Tulsa 


TULSA, OKLA., Sept. 15—Classes in 
life insurance salesmanship will be or- 
ganized at the University of Tulsa, 
Dallas W. Hall, president of the Tulsa 
Association of Life Underwriters an- 
nounces. The course will comprise two 
years training on the various kinds of 
coverage written by life companies, the 
history of life insurance and general 
principles of salesmanship and psychol- 
ogy. Classes will meet on Tuesday and 
Thursday evening under the direction of 

T. Scott, district manager of the 
Bankers Reserve Life of Omaha. The 
classes will be open to all desiring to 
enter whether they are students or busi- 
ness men. 





Lamar Life’s Offer 


The Lamar Life of Jackson, Miss., is 
another company that is offering free 
trips to Paris next year to its agents 
who are members of the American 
Legion inasmuch as the 1927 reunion of 
the Legion will be held in Paris. There 
are qualifying tests that must be met 
before the company will pay the ex- 
pense. 





Company Is Host on Tour 


LITTLE ROCK, ARK., Sept. 15.— 
The $200,000 Club of the Home Life 
of Arkansas will spend a week in mak- 
ing a tour of eastern cities, as the guests 
of the company. Salesmen making the 
trip are those of the Home Life who 
have-produced $200,000 or more in paid- 
for insurance during the club year, which 
ended Sept. 1. Several agents produced 
$350,000 in business, which entitled them 
tc take one member of their family on 
the trip. The party included 32. 











The club members will spend a day at 
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NOW OPEN 


Write to 


Francis L. Brown, Secretary 
ROCKFORD, ILLINOIS 





ROCKFORD LIFE INSURANCE COMPANY 


A §$ 


September 17, 1995 
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Washington, D. C., a day visiting the 
Sesqui-Centennial Exposition at Phila. 
delphia, a day at New York, and then 
will visit resort cities in Virginia. This 
will be the second annual tour of the 
$200,000 Club. Last year the members 
visited the Great Lakes region, Niagara 
Falls and Chicago. 





Made Excellent Record 


LITTLE ROCK, ARK., Sept. 15,— 
Three salesmen of the Pyramid Life, 
which celebrated its first anniversary 
Aug. 18, established a high record for 
themselves during the past year with a 
total production of paid for insurance 
amounting to $1,589,500, according to 
an announcement by Herbert L. 
Thomas, president. Of this total Jack 
Walker wrote $625,000 and collected 
$24,589.72 in premiums; John Thomas 
was second with $527,500 production and 
$19,896.64 in premiums collected, and 
J. G. Windsor produced $437,000 insur- 
ance and collected $16,129.50 in pre- 
miums. 





Officials in Louisville 

LOUISVILLE, KY., Sept. 15.—A 
number of officials of the Western & 
Southern Life of Cincinnati were in 
Louisville on September 11 to inspect 
new offices of the concern here, and for 
a roundup and dinner, the latter being 
in connection with completion of 25 
years of service with the company here 
of H. P. Brooks, superintendent of the 
East Louisville field. A dinner in Mr. 
Brooks’ honor was arranged at the 
Kentucky hotel, and he was presented 
with a $250 watch. All employes of the 
company in Louisville attended the tes- 
timonial dinner. W. J. Williams, presi- 
dent, from Cincinnati; H. Thomas Head, 
field director; C. H. Biscay, manager of 
the ordinary life department; J. J. Doyle, 
house organ editor, and W. C. Whitney, 
superintendent of agencies, were among 
those present. Mr. Brooks was born 
at Glasgow, Ky., joined the company at 
Louisville in 1901, and has been steadily 
advancing. 








ACCIDENT AND HEALTH 

















REPORT ACCIDENT FREQUENCY 





Metropolitan Life Gives Relationship 
Between Traffic Density and 
Accidents 





The relation between automobile acci- 
dents and traffic density is brought out 
in a recent study of motor vehicle acci- 
dents made by the Metropolitan Life in 
collaboration with the director of public 
safety in Grand Rapids, Mich. As a 














result of an analysis conducted jointly 
by these two offices, it was found that 
the frequency .of street accidents in- 
creases with the congestion of automo- 
bile traffic and travel by night involves 
a much increased hazard. The informa- 











tion was gathered by a check of traffic 
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1—Non-Medical 
2—Salary Savings 
3—Monthly Premium 
4—Juvenile Policies 
5—Payor Insurance 
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H. B. Hill, President 
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Our salesmen have the following equipment 


6—Female Insurance 
Without Restrictions 
7—Annual Dividend 
8—Non-Participating 
9—Sub-Standard 


Plus Unexcelled Home Office Co-operation 
- Excellent General Agency Territory in Illinois, Indiana, Iowa, Missouri, Michigan 


MUTUAL LIFE OF ILLINOIS 


(An Old Line Legal Reserve Company) 
Home Office: Springfield, Ill. 


F. M. Feffer, Vice-President-Agency Director 
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10—Health and Accident 
11—Direct isi 
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conditions in Grand Rapids. The au- 
thorities collected both the record of 
accidents and the count of vehicle hour 
by hour, in that city over a period of 
time. ; " 

In drafting the results it was found 


that night points all lie well above day- ; 


light points. In all daytime cases it was 
found that doubling the traffic density 
quadrupled the accident frequency. Al- 
though in every case the night points 
were above the daylight points, the con- 
trast was much greater at lower traffic 
densities than at higher traffic densities. 
Thus it was indicated that night travel- 
ing is always more dangerous than day 
travel, but this condition is most marked 
when the streets are comparatively de- 
serted and when, in consequence, there 
js a temptation for reckless driving re- 
gardiess of the dangers of night travel. 
In the daytime doubling the traffic den- 
sity was found to quadruple accident 
frequency, but at night the doubling of 
traffic density only doubled the accident 
frequency. 





Increase Non-Cancellable Rates 


The Massachusetts Accident has in- 
creased the rates on its non-cancellable 





| reinstate 


policy about one-fourth. The policy is 
renewable to age 60. The new rate 
schedule follows, the rates quoted being 
those for each $5 weekly indemnity with 
the 14 days’ waiting period: 





ss Class 
Age land2 2X Age land2 2X 
a $11.84 $14.80 41 $16.75 $20.93 
26 - 12.02 15.02 42 17.22 21.53 
27 - 12.22 15.28 43 17.71 22.15 
28 - 12.42 15.5344 . 18.22 22.77 
29 - 12.65 15.82 45 18.77 23.46 
30 . 12.90 16.13 46 19.34 24.17 
31 - 13.15 16.44 47 19.96 24.95 
32 . 13.42 16.77 48 . 20.60 25.75 
33 . 13.72 17.15 49 . 21.28 26.60 
34 - 14.02 17.52 50 - 22.02 27.52 
35 - 14.36 17.95 51 22.80 28.50 
36 . 14.72 18.40 52 23.62 29.52 
37 - 15.08 18.85 53 24.52 30.65 
38 . 15.48 19.35 54 25.49 31.86 
39 - 15.88 19.85 55 26.57 33.21 
40 . 16.30 20.38 
Sues for Reinstatement 

COLUMBUS, O., Sept. 15.—The Inter- 

state Business Men's Accident Associa- 


tion of Des Moines has filed suit against 
H. L. Conn, state superintendent of in- 
surance, at Columbus, to compel him to 
its license to do business in 
Ohio. Mr. Conn had issued a revocation 
order, alleging that the company had 
spent more than 30 percent of its income 
for operating expenses. Conn is enjoined 
from enforcing the revocation order until 
Sept. 28 when the case will be heard. 
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CHANGES BY JOHN HANCOCK 


Number of Promotions and Changes 
Announced by the Company in 
its Industrial Staff 


The following have been promoted by 
the John Hancock Mutual from the rank 
of agents to assistant superintendents 
in the districts of their service: 

William H. Longworth, Des Moines; 
Robert C. Shackelford, St. Louis 3; Rob- 
ert G. Waterman, Syracuse, N. Y.; Harry 
Cc. Brodyinski, McKeesport, Pa.; Peter 
McConville, Brooklyn 3; Raffaele Curcio, 
Brooklyn 3; Wallace B. Clinton, Grand 
Rapids, Mich.; Elton G. Smith, Spring- 
field, Mass.; George T. Peacock, Chi- 
cago 3; William A, Kelly, Philadelphia 2; 
George W. Harris, Chicago 4; Louis J. 
Descopeaux, Portland; Oscar H. Elliot, 
Malden. 

Assistant superintendents transferred 
are Clem Albers, from McKeesport to 
Newport-Covington; J. H. Reddy, from 
Waterbury, Conn., to Stamford, Conn.; 
Harold J. Driscoll, from Stamford to 
Waterbury; Joseph C. Mulligan, from as- 
sistant at Muskegon, Mich., detached to 
Kalamazoo detached under Grand Rapids; 
Thomas Fletcher, from assistant at 
Portland, Me., to assistant at Bath, Me., 
detached of Portland. 

Agents promoted and transferred are 
William C. Trevena, from Toledo to De- 
troit 4; Elmer M. Uvaas, from Minneapo- 
lis to Newport-Covington; Orville W. 
Creger, from Davenport, Ia., to Newport- 
Covington, Ky.; Samuel C. Rose, from 
Dayton, O., to Newport-Covington; Paul 
L. Verchot, from Flint, Mich., to Kansas 
City. 

Other changes are Andrew Marcec, 
from assistant cashier at E. St. Louis 
to cashier at Louisville; Arthur Daudis- 
tel, from cashier at Louisville to cashier 
at Newport-Covington; August F. Ren- 
dler, from claim adjuster at Brooklyn 4 
to cashier at Brooklyn 3; Charles E. 
Moore, from application inspector to 
claim adjuster at Brooklyn 5; John W. 
Crowley, from assistant superintendent 
to application inspector at Brooklyn 4; 
George D. Bonsall, from agency inspector 
to assistant superintendent at Philadel- 
phia 2; CharlesE. Trinkaus, from agency 
supervisor to assistant superintendent at 
Jamaica, L. 1; David J. Parent, from 
agent to agency supervisor at Jamaica; 
Robert F. Mulrooney, from assistant 
cashier to cashier at Stamford, Conn.; 
Robert E. Quinn, from cashier to as- 
sistant superintendent at Brooklyn 3. 





Public Savings Changes 


Recent changes in the field by the Pub- 
lic Savings are: 

Superintendent R. C. Musselman, 
troit 1, is transferred to Detroit 5. 

Agent L. Moberley is promoted to su- 
perintendent at Akron, Ohio. 

Agent M. Hoover of Akron, Ohio, is 
Promoted to superintendent at Toledo 
west. . 


De- 





NEWS OF THE PRUDENTIAL 


Number of Promotions to the Position 
of Assistant Superintendent Have 
Been Announced 


G. W. Hellert of Buffalo No. 1 and 
James Majchrzak of Buffalo No. 4 of the 
Prudential have been advanced to the 
position of assistant superintendent. 

Warren W. Ellis, who began his serv- 
ice with the company as an agent on 
Aug. 2, 1915, and was transferred to the 
Buffalo No. 1 district on Novy. 21, 1923, 
has been promoted to be an assistant 
superintendent in the new district in 
Buffalo, known as Buffalo No, 5. 

Frederick Heinlein has been promoted 
to be an assistant superintendent in the 
Buffalo No. 3 district. He began his 
service in the Buffalo No. 2 district on 
July 10, 1922, where he operated until 
November 19, 1923, when he was trans- 
ferred to the Buffalo No. 3, where he has 
since remained. 

Joseph Kostelny, who started with the 
company as an agent in the Buffalo No. 1 
district on Oct. 9, 1922, and was trans- 
ferred to the Buffalo No. 3 district under 
date of Nov. 21, 1923, has been promoted 
to an assistant superintendent in that 
district. 

Bernard Stachewicz is a new assistant 
superintendent in the Buffalo No. 5 dis- 
trict. He had been an agent in the Buf- 
falo No. 1 district since July 28, 1924. 

Gustave W. Hellert has been promoted 
to be an assistant superintendent in the 
Buffalo No. 1 district. He has been with 
the Prudential since Dec. 9, 1918, as an 
agent in that district. 

Agent James J. Azzolino of the Hack- 
ensack, N. J., district, is leading Division 
“M” in the amount of net industrial in- 
crease so far for 1926. 

In Division Q, monthly income insur- 
ance is being written in substantial vol- 
ume, last year’s record having already 
been exceeded by 10 districts, as follows: 
Glendale, Pasadena, Los Angeles 2, Port- 
land, Long Beach, Oakland, Sacramento, 
San Francisco 2, Los Angeles 4 and San 
Diego. 

Cc. W. Wilson, superintendent of the 
Prudential at Ottumwa, Ia., has been 
promoted to the superintendency of the 
company’s business for the southern half 
of Colorado, with offices at Pueblo. Mr. 
Wilson was formerly assistant superin- 
tendent for the company in Clinton, Ia. 





Detroit Life’s Business 


According to the figures issued by M. 
E. O’Brien, president of the Detroit Life, 
the August production of new business 
in Michigan, totalled $1,301,454, bringing 
the total for the first eight months of 
1926 up to $17,286,901. This compares 
with $14,975,000 for the similar period 
in 1925, an increase of $2,311,000. The 
August paid-for record in Michigan of 
the Detroit Life was $1,500,000. 
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THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 








HE Southern States Life, organ- 
ized in 1906, has an enviable 
record—20 years of honorable and 
successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 
proposition. 




















Wilmer L. Moore, 
PRESIDENT 














COMPLETE COVERAGE 
FROM A SINGLE SOURCE 
Life 


Health Accident 
Life Policies—Disability Policies—Accident 
Policies 
Sub-Standard Standard Super-Standard 


One Correspondent One Contract 
7H & A and Auto Injury Forms Group Protection 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 





@ Popular Life Forms 

































If If 

Territory does make a difference You are a producer 
If If 

Clese co-operation is necessary You believe in yourself 
If If 

A friendly interest is needed You want a REAL job 


Write or wire 
S. M, CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 
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And now! 


the last word in up to date accident — 
insurance. 


The Motorists Complete 
Accident Policy 


Form 237 


Continental Casualty Co. 


H. G, B. ALEXANDER, President 
CHICAGO, ILLINOIS 

















Knowledge of Companies 
Is Invaluable to the Agent 


Akcus CHARTS are real mines of company 

information for Fire and Casualty men. In 
these charts are found complete reports on all the 
mutuals, reciprocals and big and little stock com- 


panies. 





ARGUS CHARTS 
Are Compiled 


and Published by 


The National Underwriter 


Chicago Rough Notes Indianapolis 


35 




















Life Insurance for a Greater Number 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured, which 
average about 50% of the total. It is further evidenced by 
the fact that under 46% of the policies becoming claims, the 
insured carried no other insurance. 

- A National Life Contract offers the opportunity for increased 
Se Sa selling more insurance to more people. Top contracts available in 


National Life Association - 





Des Moines, Iowa 

















Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


J. C. MAGINNIS, President J. N. WARFIELD, Jr. ,~- Ce 
DR. J. H. IGLEHART, Director 








J. BARRY MAHOOL, Vice-President _ 





iy 
Tt 











PACIFIC COAST AND MOUNTAIN F IELD 
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GOES TO NEW HOME OFFICE 
Oregon Life Is Now Occupying Its 
Own Quarters—Company Has 
Had Fine Growth 





PORTLAND, ORE., Sept. 16.—On 
Saturday the Oregon Life moved into 
its new home, which has just been com- 


pleted, on Alder Street, at Eleventh. | 


The exterior is finished in white mar- 
ble in Grecian style of architecture. 
The interior is of oak and fir finish. The 
two floors and basement will be occu- 
pied entirely by the company. The 
basement as well as both floors contain 
fireproof vaults. 

The company was founded by the late 
L. Samuel and opened its doors for 
business April 12, 1906. 

The business in force amounts to over 
$43,000,000. Assets as of Dec. 31, 1925, 
amount to $6,112,937, and surplus to 


policyholders $680,674. 
he company is writing insurance jy 
Oregon, Washington and Idaho. 


Inspect Denver Field 


Robert D. Lay of Chicago, presideny 
of the National Life, U. S. A., and Wal 
ter E. Webb, vice-president of the com- 
pany, were in Denver last week making 
a survey of the city with a view of in. 
| creasing the company’s mortgage invest- 

ments there.” Mr. Lay and Mr. Web) 
came to Dehver following the regional 
| convention of the company’s $100,000 
| club which was held at Colorado Springs, 
| Previous to this they were on a fishing 
trip in the Gunnison river country. _ 
| In company with Royal E. Hooyer, 
| general agent of the company at Denver. 
the two officials made a thorough inves- 
tigation of building conditions and were 
so impressed they announced they would 
| recommend that the company’s invest- 
| ments be increased. 














NEWS OF LOCAL ASSOCIATIONS 














ROCKWELL WAS IN CLEVELAND 





Spoke Before Record Meeting of As- 
sociation, Opening Fall 
Series 





CLEVELAND, O., Sept. 15.—The 
fall series of monthly meetings of the 
Cleveland association was opened here 
last Friday with a record-breaking at- 
tendance for a September meeting. Dr. 
Charles J. Rockwell, head of the Rock- 
well Life Insurance Salesmanship 
School, was the principal speaker, deliv- 
ering a masterly address on the subject 
“Underwriting Lives.” 

“No man,” said Dr. Rockwell, “should 
consider himself a success as a life un- 
derwriter unless he makes of his work a 
financial success, enabling him to do 
the things for his famly and himself 
to which he aspires. To do this, just as 
intensive a training is required as in 
any of the recognized professions, 
though his training must be of a much 
broader nature.” 

Dr. Rockwell developed the idea that 
before one can correctly prescribe the 
kind of a policy and the amount of a 
policy a client should buy, the under- 
writer must know not alone the man’s 
financial position, but must learn of the 
client’s ambitions, desires and aspira- 
tions. 

Prior to Dr. Rockwell’s address, re- 
grets and good wishes were extended 
to Paul R. Hawkins, a former state man- 
ager of the Peoria Life, who recently 
resigned to engage in the manufactur- 
ing business in southern California. 
Eight new members were added to the 
membership rolls of the Cleveland As- 
sociation. More than 200 members were 
in attendance. 

Cleveland sent the largest delegation 
to the national convention at Atlantic 
City since her affiliation with that or- 
ganization, excepting only the year the 
convention was held in Cleveland. 
About 50 members and their wives left 
last week, many of them making the 
trip by motor. 

* x 

Madison, Wis. — Insurance Commis- 
sioner Olaf Johnson was the principal 
speaker at the regular monthly meeting 
of the Madison association last week. 
There was a good attendance in honor 
of the commissioner who reminded the 
life underwriters of their duty to the 
public and the necessity of service to 
their clients. Statistics quoted by Com- 
missioner Johnson were that only 7 per- 
cent of the economic value of life in this 
country is covered by life insurance 
despite the fact that more life insurance 
is carried in the United States than in 
any other country. In connection with 
this, he mentioned that only 3 percent of 
the annual income of the people of this 


country is paid for life insurance and 
that 80 percent of all property left in 
estates in any one year consists of the 
proceeds of insurance. He estimated 
that if the head of every family carried 
only enough life insurance to provide 
his dependents with an income of $606 
per month the volume of insurance would 
increase $500,000,000,000. 


* * * 


Fort Dodge, Ia.—The first fall meet- 


ing of the Fort Dodge association was 
held last week at the country home of 
the president of the association, Gus B 
Cox. Twenty-five members were in at- 
tendance. Manly V. Keith had charge ot 


the program of the meeting. A special 
feature very much enjoyed was a dinner 
given by Mr. and Mrs. Cox at the close 
of the meeting. 
* * * 
Boston—The September meeting and 
annual outing of the Boston association 


will be held at the New Ocean House, 
Swampscott, Thursday afternoon and 


evening, Sept. 30th. Arrangements. for 
the affair are in charge of David E 
Sprague. Members of the association 


will bring their ladies and arrive early 
in the afternoon. Golf, tennis, putting 
contests, bridge and other amusements 
with suitable prizes will occupy the 
afternoon. In the evening there will 
be a dinner followed by some four or 





five short addresses by leading pro- 
ducers in the Boston district, which will 
be followed by dancing and a general 
good time. 

x * * 

New York City—The New York City 
association has accepted the resignation 
of Executive Secretary Charles J. Zim- 
merman and announces the appointment 
of his successor Frederic P. McKenzi« 
of Pawtucket, R. I Mr. Zimmerman 
graduated from Dartmouth in 1923 and 
took the insurance training school of 
New York University. Two years ago 
he became executive secretary of th 
New York association and brought its 
membership up from 1,200 to 1,650. Mr 
McKenzie has been in the real estat: 
business in New York and Florida since 
he graduated from Dartmouth in 1924. 

Mr. Zimmerman has been appointed 
associate manager in charge of the full 
time organization of P. M. Fraser, gen- 
eral agent of the Connecticut Mutual 
Life in New York City. He will work 
with both old and new men. 


Dates of Regional Schools 


President Gerard S. Nollen of th: 
Bankers Life of Iowa this week an 
nounced dates for the company’s Gol 
Medal Club and Regional Schools of 
Instruction, to be held next January. 

The Gold Medal Club School will be 
held at Miami, Fla., January 5-7. The 
eastern regional school will be held at 
Cincinnati, January 10-11; the midwest 
regional school will be held at St. Louis. 
Jan. 13-14, and the western Regional 





school at Seattle, Jan. 19-20. 


al T_L.. 


= 















e in 


dent 
Val 
om- 
cing 
in- 
est- 
ebb 
nal 
,000 
ngs, 
ling 


ver, 
ver, 
Jes- 
ere 
uld 


est- 








September 17, 1926 


—  —— 






































LIFE INSURANCE EDITION 



























































Peter F. Barry of Milwaukee Has Built 


a $1,000,000 Business on the Strength 
of Personal Service to Policyholders 


ERSONAL service which brings 
him in constant contact with his 


policyholders and builds good will 
for him has put Peter F. Barry of the 
New York Life in Milwaukee into the 
$1,000,000 class of life insurance pro- 
ducers in the country. Mr. Barry is 
the leading producer in the northwest- 
ern department of New York Life, 
which comprises the territory covered 
by the Milwaukee, St. Paul, Minneap- 
olis, Duluth, Grand Forks, Fargo, and 
Winnipeg offices of the company, and 
by virtue of his being the highest per- 
sonal producer he is vice-president of 
the $200,000 Club of the company for 
the northwestern department. 


Business Is Increasing 
from Year to Year 


Mr. Barry has paid for $900,000 in the 
first eight months of 1926, and he will 
easily make the $1,000,000 mark the 
last quarter of the year. This is an in- 
crease of about $500,000 over the fiscal 
year 1925, his production last year being 
$531,000. For the club year ending 





June 30, 1926, he had a total produc- 
tion of $759,000. He was the first agent 
in the northwestern department to qual- 
ify for the $200,000 club for the present 
club year, 1926-27, having reached that 
mark on Aug. 21, and he is one of the 
first agents to qualify in the United 
States. Mr. Barry has been in the life 
insurance business for the past 15 years, 
starting at age 19, at which time he was 
the youngest full-time agent of the 
company. 


Requests for Service 
Are Handled Personally 


Service to the policyholders is the best 
method of securing business, according 
to Mr. Barry. All requests for service 
from his clients are handled personally 
by him, instead of his allowing them 
to go though the usual office channels. 
In this way he is always in touch with 
his clients, and his interest in them has 
won their approval and good will and 
they have been his greatest aid in se- 
curing new policyholders. Because of 
this personal service Mr. Barry has a 





minimum lapse record on his business 
and has the distinction of having the 
lowest lapse record in the Milwaukee 
agency. 


Agent Reaps Reward 
from Personal Service 


“By dealing personally with my 
clients,” said Mr. Barry, “I am able to 
learn if they need more insurance or 
if they wish a new form of policy. 
Policyholders appreciate personal serv- 
ice, and from my experience I have 
learned that the agent who gives it reaps 
the reward. Age changes are followed 
religiously and a considerable amount 
of business is secured by this follow up.” 


Sets Minimum Quota 
for Each Month of Year 


To keep himself working all of the 
time and not get into a rut, Mr. Barry 
sets a quota at the beginning of each 
year, for each month. It is a minimum 
quota and this year averages between 
$50,000 and $60,000 for every month. 
When he goes over the quota assigned 
for one month, he does the unusual 
thing of putting all of that business in 
the month in which it was written and 
then closes the records for that month, 
instead of holding a portion of it over 
for another month in which he might 
not reach the quota. On the other 
hand, if he does not reach the quota 





os 


assigned by himself, he continues to 
put his business into that month until 
he has reached the goal. This proced- 
ure, of course, is kept in his own per- 
sonal records. It acts as a driver con 
tinually to get all the business possible. 


Writes Big Volume 
in Trust Agreements 


The major portion of his business is 
written under the trust agreement ar- 
rangement of the company, and prac- 
tically all of his production is ordinary 
life. He believes that the ordinary life 
policy is the best all-around one and can 
be adapted to anyone wanting life in- 
surance. He knows all about his pros- 
pect and about his policyholders and 
he can, therefore, advise them intelli- 
gently on life insurance. He orders the 
policy for the individual which is best 
suited for him, considering the amount 
of insurance the individual is carrying 
and the condition of his family affairs. 
His prospects are not asked to sign the 
application blank for a policy until after 
they have had a medical examination. 
Mr. Barry sells them on the idea of life 
insurance and talks amounts to them 
after they have been examined. Through 
the intimate knowledge which he has 
gained of the prospect, he can judge 
the amount of insurance which the client 
should carry. A unique achievement of 
his has been the delivery of more insur- 
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INDIANA— 
Seymour Lima 
New Albany 
Terre Haute 
LaPorte 
Michigan City 


ILLINOIS— 


GENERAL AGENTS 


Capable men desiring to build their own General Agencies may 
obtain exclusive territory of their own choice with this progressive 
young company. We accept all classes of life risks, age one day to 65 
Our best uncontracted territory includes: 


Peoria Waterloo 
Mt. Vernon Mason City 
Springfield Sioux City 


For further information communicate with 


A. O. Hughes, Vice-President in charge of Agencies 


Farmers National Life Insurance Company 
OF AMERICA 


3401 South Michigan Ave., Chicago, Illinois 


MICHIGAN— 
Calumet 
St. Joseph 
Kalamazoo 


Marquette 
Battle Creek 


MISSOURI— 
Joplin 
Spri 
Cape 
Jefferson City 
Moberly 
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ACTUARIES 





CALIFORNIA 





R ARRETT N. COATES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 


Telephone State 7298 
CHICAGO, ILL. 








A. GLOVER & CO. 
® Consulting Actuaries 


2 South La Salle Street, Chicago 
Life Insurance Accountants 
Statisticians 








J H. NITCHIE 
° ACTUARY 


1523 A Bidg. 19S. Salle St. 
Telephone State 4992 TeafICAGO 





INDIANA 





AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








ARRY C. MARVIN 
‘CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





f A. ANDERSON 
r) ACTUARY 
518 Valley Nat. Bank Bldg. 
Tel. Walnut 1628 


Des Moines lowa 








E L. MARSHALL 
e 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 
ACTUARY 
424 Argyle Bidg., Kansas City, Mo, 








A LEXANDER C. GOOD 


CONSULTING ACTUARY 


1416 Chemical Building 
ST. LOUIS 








D. STRUDELL 
CONSULTING ACTUARY 
722 * ut St. 





OKLAHOMA 





T J. McCOMB 
o 




















ance to the policyholders than he has 
written. 

Another feature of his method of 
working is his preparation of briefs of 
the various policies showing compari- 
sons between them. As an illustration, 
he recently sold $50,000 ordinary life 
to a man who wanted an endowment 
policy. Mr. Barry believed that the or- 
dinary life policy would be more suited 
to this individual and he worked out the 
plan of endowment insurance on four 
different age scales showing what the 
policy would be worth and the amounts 
payable under it for each age. In a 
much shorter brief, he presented the 
case for ordinary life, contrasting the 
cost with endowment insurance. This 
saved much time mutually and won the 
client over to the ordinary life policy. 


Average of Cases 
Is Not Very High 


The policies written by Mr. Barry 
range from $1,000 up, but there are not 
many large individual cases. His pol- 
icies average between $12,000 and $15,- 
000, which is evidence that his high pro- 
duction is the more remarkable. Mr. 
Barry has been a resident of Milwaukee 
practically all of his life and has a wide 
acquaintanceship in the city, enabling 
him to choose his prospects and not 
resort to any cold canvassing. 
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DEATHS CAUSE GREAT LOSS 


Three Prominent Men Who Have 
Passed Away Were Influential in 
Fraternal Insurance Circles 


Three deaths in the space of a single 
month have depleted the ranks of the 
American Insurance Union cabinet, and 
brought a loss to the entire fraternal 
world, 

George Dyre Eldridge, actuary of the 
society, died at his home in Boston in 
July. Less than a month later, on Aug. 
23, Robert H. Lovett, presiding judge 
of Peoria, Ill., passed away at a Chicago 
hospital. The following day news came 
of the death of Charles L. Moak, na- 
tional treasurer, at his home in Chicago. 

Mr. Eldridge was appointed actuary 
of the A. I. U. in 1910, and since that 
time has been a constant visitor at the 
office. He had always been an active 
member of the National Fraternal Con- 
gress, and was author of the movement 
to form the Fraternal Actuarial Asso- 
ciation, serving as its first president. As 
a writer of verse and fiction, he achieved 
wide recognition outside the insurance 
field. 

Charles L. Moak came into the So- 
ciety in 1917, when it effected a merger 
with the Vesta Circle, of which he was 
supreme archon. In 1922 he was ap- 
pointed national treasurer, a position he 
faithfully and adequately filled for four 
years, till the time of his death. 

Many responsible positions were held 
by Judge Robert H. oman who became 
a member of the national court of the 
A. I. U. in 1913. The following year he 
was elected presiding judge, and each 
succeeding year witnessed his re-election 
to this high office, which he held at the 
time of his death, On May_3, 1921, 
Judge Lovett was selected by President 
Harding as first assistant United States 
attorney, a position he continued to hold 
until 1925. He was a member of the 
Loyal Order of Moose and a 32nd 
Degree Mason. He was also a member 
of the Fraternal Reserve Life Associa- 
tion when the A. I. U. merged that 
society in 1917. 


Equitable of Iowa in Maine 
The Equitable Life of Iowa has been 


admitted to Maine. LeRroy B. Jordan 
who has been in the Life insurance busi- 
ness since 1905 has been appointed man- 
ager with headquarters at Portland. In 
1920 he was made general agent of the 
Aetna Life for Maine. 





SUE ON LAND LOAN FRAUD 


Springfield Life Seeks to Recover Money 
Lost by Court of Honor 
Life in Deal 


Alleging that it was tricked into lend- 
ing $20,000 on property worth only a 
fraction of that amount the Springfield 
Life of Springfield, Ill., has filed suit in 
the circuit court at Bloomfield, Mo.,, to 
recover $24,825 from the Missouri-Ar- 
kansas Farm Loan Company and five 
members of that firm. 


Is Old Transaction 


The petition in the suit alleges that 
the loan was made by the Court of 
Honor Life which was taken over by 
the Springfield Life in 1924. The litiga- 
tion involves an 838-acre tract situated 
about 15 miles northeast of Bloomfield. 
The insurance company alleges that this 
tract is worth only $14,500. Green, 
speaking for the farm loan company, 
contends that the land is worth at least 
$30,000. It is charged in the suit that 
on November 1, 1921, the farm loan com- 
pany purchased the land in question 
from James W. Cronan for an actual 
price of $14,500 but published a ficti- 
tious consideration of $30,000. Continu- 
ing the petition charges that title to the 
land was vested in Jesse Vaughn, cash- 
ier of the Farmers Bank of Essex, as a 
strawman and that on Nov. 2 title was 
changed to D. W. Colbert, cashier of the 
First National Bank of Dexter, again 
without any consideration, as a second 
“strawman.” At this time a fictitious 
consideration of $43,900 was published 
to give color to the claim of value for 
the land, it is charged. 


Values Were Fake 


On Nov. 5, Colbert obtainéd a loan of 
$20,000 on the land from the Missouri- 
Arkansas Farm Loan Company, alleged 
to be the actual owner of the land, ex- 
ecuting a deed of trust for that amount. 
Later, on Nov. 17, the petition charges, 
he transferred the property to G. W. 
Crosser for a false consideration of $43,- 
900. 

Actually, it is charged, no money 
changed hands in these several transac- 
tions. After all this juggling it is al- 
leged Green came to the Court of Honor 
Life office in Springfield, represented the 
land to be worth $43,900 and sold the 
company the $20,000 deed of trust. 
Trusting Green, who “was well and fa- 
vorably known,” the insurance company 
took the investment without further in- 
vestigatiin. 

The plaintiff company states that it 
discovered its error when there was a 
default in interest on the loan on Oct. 
3, 1925. The ‘nsurance company bought 
in the property at foreclosure sale for 
$23,044 and sending an expert to look it 
over, discovered it was worth only $14,- 
500 it is alleged. 


Entertained Leading Producers 


A score of the members of the $200,- 
000 Club and the $100,000 clubs of the 
Ohio State Life this week attended the 
convention of the National Association 
of Life Underwriters at Atlantic City 
as the guests of the company. The 
trip was granted them in appreciation 
of their services. Superintendent of 
Agencies W. Scott Boyenton of Colum- 
bus was in charge of the party at At- 
lantic City. 





WANT ADS 
in The National Under- 


writer are read ‘every week 
by thousands of interested 
insurance men—that’s why 
they are result getters. 


1 inch $5.00 











HARTFORD INSURANCE STOCKS 


More Activity Is Seen With the Ap. 
proach of Fall Season and 
Renewed Business 


With the approach of the fall season 
the Hartford insurance stocks true to 
usual form are commencing to show 
more activity. With the exception of a 
few little spurts they were quite dormant 
during the entire summer. The life in- 
surance stocks are in the best demand 
with Travelers and Connecticut General 
Life in the lead. Travelers is quoted 
1,240 bid and 1,250 asked with sales in 
between these prices, and Connecticut 
General is quoted 1,685 bid and con- 
siderably more would be paid for the 
stock, of which little comes into the 
market. Aetna Life, which has been 
extremely quiet during the summer is 
getting firmer and is now quoted 650 
bid and 660 asked. 

Aetna Casualty & Surety does not 
lose its popularity and is quoted 760 bid 
and 800 asked, while Hartford Steam 
Boiler, always a steady stock is on the 
boards at 665 bid and 680 asked with 
sales around 675. 

The best demand in the fire insurance 
stocks has been for National Fire at 
735 bid. Second in the running is Phoe- 
nix Fire selling around 575. Hartford 
Fire is rather quiet, 490 bid and 500 
asked, and Aetna Fire at 525. Auto- 
mobile still remains quoted at 300 and 
no transactions of volume being recorded 
and Rossia Reinsurance is quoted at 
85 to 88. 
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Stephen M. Babbit 
President 


HUTCHINSON, KANSAS 




















An Eastern Life Insurance Co. has another 
opening for a good field man. Duties to 
act as a field superintendent of agencies 
for a given territory. Give age and ¢x- 
perience. 


Address T-21 
Care The National Underwriter. 








What’s Ahead? 


That question is in the mind of every am- 
bitious man. It’s in your " 

If the answer does not satisfy, it will ad 
you to learn the advantages of a life r- 
writing contract with Fidelity. = 

ty originated the disability provision, 
the double benefit feature, and the “Income 
for Life” plan. It operates in forty states on 
a full level net premium basis with more 
than $68,000,000 in assets and over $330,000, 
insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


, President 





Walter LeMar T 











